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ing the session on electric typewriters 
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¢ DIXON erICONDEROG£ ets N 





Wea WOD RUT BCOYTE:D AY 
War Hero 


will do a colorful selling job for you in the 
SEPT. 7 SATURDAY EVENING POST! 


Your star Dixon “salesman” will go to work for you again . . . 
selling your best prospects and customers on the advantages 
of Dixon Ticonderoga pencils. He will appear in a full-page, 
full-color advertisement (latest in Dixon’s expanding con- 
sumer program) that is headlined “Help Wanted”. Actually, 


this eye-stopping ad will give you all the help wanted in 
selling more Dixon Ticonderoga pencils! 


Make sure you have enough stock on hand to meet 
the Post-produced demand! CALL, WIRE, WRITE: 


DIXON 


THE JOSEPH DIXON CRUCIBLE COMPANY 
Pencil Sales Division — 


Dept. TMS-9 Jersey City 3, N. J. 


Canadian Plant: Dixon Pencil Co., Ltd., Newmorket, Conodo 


- - - for more details circle 169 on last page 
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A HOLIDAY WINNER! 
the perfect 
CHRISTMAS IMPULSE ITEM 


MILE-0-GRAPH comes gift- 
boxed—ready to sell right 
out of the permanent 
counter display. 






COMPLETE PACKAGE 


24 MILE-0-GRAPHS 
(18 road, 6 nautical) 


YOUR 50 
cosT 7 

in self-selling permanent 
OUR 4 30 
PROFIT & 


Y [txe, GRAPH @ 
e 





Wear ts ree swor res) pistamce 
BETWEEN Two CITIES? 










= Turn knob 
to set scale 


“os SSS 
< Inileage indicated 
by pointer 


Measure mileage 
running wheel 
along route 
Self-demonstrating MILE-0-GRAPH neste Ee 
distances precisely — without figuring! :  MILE-0-GRAPH Inc., Dept. MS-9, 117 Liberty St., N. Y. 6, N. Y. 


MILE-O-GRAPH sells like hotcakes all year ’round— | _ Please ship freight postpaid sets @ $27.50 ea. 

and no wonder ! This valuable, patented time-saver | a eee irr pal 7 

measures exact distances on any scaled road map. : 

It’s so easy to use—a customer can pick it upand © ™"" seseeneeeeesetnennerceensDATE ycercetcennerneetey 
see for himself. BFR cree 

NATIONALLY ADVERTISED a ae at 


Pul } anes 3 
d f ty i 4 4 } . \CGiiwun sates ORDER NO cnccccccrcervcccesceccsscosecesseces 


If credit is desired, state references and credit rating. 
Please make checks or money orders payable to MILE-O-GRAPH, INC. 


S.nccccccccccosecccenceceneecesoeeseceoeeseseseneesseoses ocean eesosononeseseceosoeeceosenoneocesotoesneosoecoseseesconeeeseoeooeecooeeooesecoesecoeseeel . 
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WORLD'S 
FASTEST SELLING 
PAINT-BY-NUMBER 
OIL SETS! 





You'll have everyone's 
number... with Craftint’s 
Paint-By-Number sets. 

NEW sets and PROVEN sets! 
With universal appeal 


... And Craftint has them all! 








Such variety... Perfect for 
every age group! Craftint’s 
Paint-By-Number sets are 
so attractively packaged 

.. they sell themselves! And 
they’re priced just right! No 


wonder they’re hard to keep 





14 - 18" x 24” Deluxe 20 - 9” x 12” 








in stock! Satisfied customers 
bring more customers! 

Have your customer’s 
number... with Craftint’s 


Paint-By-Number sets. 


ORDER NOW! 






















KING SIZE - $5.95* K-9 ~ $1.69* 


Paint-By-Number Sets Paint-By-Number Sets : 
Contains 2 Mounted Panels, Contains 2 Matching Panels, ail 
30 Jars of Ol Colors, 3 Brushes, 8 Jars of Oi! Colors, 1 Brush, 


Brush Cleaner Brush Cleaner 


NINA 


iwi Pel by wommen iwi 


Ei MAA a. a 
re mani Bible &- a 


Aq Art be 
5 casmne ext , % 








ZOO - $1.89* BIBLE ART - $4.95* 
12 - 9" 2 42% 7 - 14" 18” 

Paint-By-Number Sets Paint-By-Number Oil Sets ‘ 
Contains 2 Matching Panels, Contains 2 Mounted Panels, iS 
10 Jars of Oil Colors, 2 Brushes, 24 Jars of Oil Colors, 3 Brushes, 

Brush Cleaner Brush Cleaner 


@® KID EASE ~ $1.00° 
12 - 8” x 10" 
Paint-By-Number Sets 


Contains 2 Mounted Die-Cut Panels, 


6 Jars of Oil Colors, 1 Brush, 


J@ “% 
\ Os rattint 


THE CRAFTINT MFG. COMPANY 


NEW YORK «+ CLEVELAND «+ CHICAGO 
Main Office 
1615 Collamer Ave. Cleveland 10, Ohio 


* Slightly higher west of 
Denver 
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DEAR 
READER 


All retailers are considered primary 
targets for the numerous donation re- 
quests from charitable and other or- 





ganizations, but the stationer and office 


equipment dealer is particularly vul- 
nerable because of the great number of 
items in stock which can be requested 
as donations in place of cash. 

“Don’t Throw Away Profits,’ which 
begins on page 22, reviews the prob- 
lems of merchandise donations. 

 e 

It isn’t often that business publica- 
tions in any industry receive a pat on 
the back, so I'd like to acknowledge 
the salute to “our industry trade pa- 
pers’ given by Haskell of Pittsburgh 
in a recent mailing to 6,000 dealers. 
The company, which makes budget 
steel furniture, recently celebrated its 
10th anniversary in the field. 

oe. ee 

We published in our May issue 
an article which advocated the leas- 
ing of office furniture as a preliminary 
step in ultimately selling such equip- 
ment to the lessor. The article in- 
dicated that the amounts paid under 
lease could be charged as an operating 
cost and, thus, the lessor, when he 
ultimately acquired the equipment, 
would have little or no part of the 
cost to capitalize. 

This story was done by one of our 


reliable contributors and the ideas were - 


based on research he had done in one 
area of the country. 

After a number of readers question- 
ed the allowability of such payments 
as a deductible cost for tax purposes 
we discussed this matter further with 
the Internal Revenue Department. It 
appears evident that any such lease 
arrangement is subject to question in- 
sofar as tax deductions are concerned. 
Specifically, the Internal Revenue De- 
partment has advised us that each in- 
dividual case must be judged on its 
particular facts. 


Bet Xd 


MODERN STATIONER, SEPTEMBER, 1957 


MODERN 


AND OFFICE EQUIPMENT DEALER 


HAROLD O. SHIVELY, Publisher 
DAVID MANLEY, Editor Emeritus © ROBERT SCHRANCK, Managing Editor 


BEN MARSH, DON GRUENING, TOM CASSIDY, Associate Editors 
DR. C. L. LAPP, Consulting Editor 
HARRY RAMALEY, Production Manager 


MARSHALL REINIG, President 
ROBERT EDGELL, Executive Vice President 
GENE KUEFNER, General Manager 


DAVIDSON PUBLISHING COMPANY 
405 E. Superior St., Duluth 2, Minn. 
New York 1: Robert Shearman, 250 Fifth Ave., MUrray Hill 3-4723 
Chicago 1: Robert L. Glaser, 221 North LaSalle St., CEntral 6-1600 
Los Angeles 34: Dick Meyer, 3137 Kelton Ave., BRadshaw 2-1456 
San Francisco 5: J. A. Converse, 274 Monadnock Bidg., YUkon 2-3029 


CONTENTS 





SEPTEMBER, 1957 VOL. 37, NO. 9 


Dear Reader ’ 5 
New Products ....... _ . 8 
A Letter From Washington 11 
In My Opinion. ............... 21 
By Harold 0. Shively 
Don’t Throw Away Profits enna - 22 
NOMDA Panels Emphasize Service 24 
Ladies of NOMDA Active in Pittsburgh 25 
Ripe for a Checkup ? aed alain aa 
By C. L. “Chuck” Lapp, Ph. D. 
PR Gimmick Pays Off ‘ 29 
Upstairs or Downstairs ............. sae essentnees neers ‘ 30 
Casper Store Expansion. ..... . stsspsesisnesrisceustseoe detonate 32 
Adults Have Homework Also siontmeiiceiitiaana 34 
News of People and Events 36 
Views of the News ........... 66 
Yours For The Asking . sonic wn8 
et S| . sisssssscostssninscesesensrtccaoriessstips ete 
By Donald S. Frey 
Classified Advertisements 74 
Readers Service a -sscenasvcosaciscsessicsmssipsioe ee 





~S rf 


MODERN STATIONER is published monthly by Davidson Publishing Company, Publication 
office, Waseca, Minnesota; Editorial and Executive offices, 405 East Superior Street 
Duluth 2, Minnesota; Business offices, 250 Fifth Avenue, New York 1, New York; 
Marshall Reinig, president; Robert Edgell, executive vice president; Anite, Reinis, 
secretary; Gene Kuefner, treasurer. Single copies 30c. Subscription rates, _ 
year; Canada and foreign, $5.00 per year. Application for acceptance as pone dl 
circulation publication pending et Waseca, Minnesota. 











<< “se, OBESE ER ccs: eset co ee ‘ 
ies ™ at eae 2 sels if toons ¥ 


| NORCROSS GREETIN G CARDS 


Acain, Something New 
| from NORCROSS... 


Queen Size 
-—— Qteeting Card 


Promotion! | | 
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NORCROSS 


Say the things 





BOTH OF US TH 
I eeour birthday / Ii 


ea 


a 


Neon Size. ESS 
N (Queen siZé | 


you want to say 


Here's the royal way to profit! 


e Large display rack of brand new Queen-Size Cards, twenty different 


kinds for the big everyday occasions! 


e This premotion pre-sold for you in full-page, full-color ads in LIFE 
(Sept. 30) and Ladies’ Home Journal (October). 


e Colorful display material, ad reprint, window streamer—the whole 
promotion comes complete. Just open the carton . . . start selling. 


_ BIG, extra profits, feature the extra-big 
cards! It makes sense to feature the cards that 
give you the large gross profit . . . with Norcross 
new Queen-Size promotion. 


It sells extra Queen-Size Cards for you, sells your 
regular Queen-Size line, too. 


No other greeting card promotion can boast of 
national magazine advertising like this . . . ads 
that will make your customers aware of Queen- 
Size Cards . . . exclusively Norcross! 


So see that you identify your store as Norcross 
headquarters, where exclusive Queen-Size Cards 


© NORCROSS, INC 


are found . . . where all the new greeting card ideas 
are found, first! 


Order this profitable promotion from your Nor- 
cross salesman now. Look to Norcross this October 
... and always. . . for those,extra dollars. Because 
there’s always something new from Norcross! 


NORCROSS 


GREETING CARDS 
244 Madison Avenue, New York 16, N. Y. 


- - - for more details circle 142 an last page 











Silver-Tipped Ballpoint 1 
The new Sheaffer  sterling- 
silver-tipped ballpoint, according 
to its makers, writes longer than 
any other ballpoint because it is 
leakproof and wastes no ink. 
The new pen’s non-corrosive 
sterling silver tip is not affected 
by ink and insures writing use of 
all the ink in the cartridge, the 





manufacturer said. 
The new pens are available in six iridescent colors: gold, 
silver, bronze, rose, green and blue. 


Pencil List Finder 2 
A new kind of telephone list 
finder, the Pencilist, that comes 
equipped with its own pencil, is 
the latest product by the Bates 
Manufacturing Co. 

Designed to meet a market 
demand, the Pencilist has spaces 
for 1300 names and phone num- 
bers along with the built-in pen- 
cil holder. Available in mahogany, 
ivory, walnut texture, green and silver birch colors, it will retail 
for $1.95. 





Storage File 3 

Bankers Box Co., specialists in 
record storage filing equipment, have 
introduced the R-Kive file to an- 
swer the need for a lightweight, 
simple, quick reference file. 

The R-Kive file is designed so 
that letter size records may be filed 
in the 12-inch width, while legal 
size records are filed lengthwise. 
Other features include convenient i ee 
openings in front and back and simple indexing. Separate “flip 
lid” is easily removed. 





| see bs 


New Olivetti Machines 4 


Two new office machines 
— a popular-priced automatic 
multiplier and a_ high-speed 
automatic calculator — were in- 
troduced to the trade at the 
National Office Machine Deal- 
ers Association convention in 
Pittsburgh. 

The calculator (shown here) 
called the Divisumma 24, not 
only performs automatically and 
swiftly the four basic operations of arithmetic — multiplication, 
division, addition and subtraction — but can also handle them 
in combined operations without requiring the re-entry of in- 
termediate figures. Essential factors only are printed on the tape. 
The machine's “memory” stores the answer to any calculation 
for use in subsequent calculations. 

The second machine, called the Multisumma, automatically 
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multiplies, adds and subtracts, and can combine these operations 
to eliminate re-entries. All elements of the calculations are print. 
ed on tape and identified by symbols, with totals and sub-totals 
printed in red. 


Reception Desk 5 


The single pedestal feature 
of this unique desk by the 
Huntington Chair Corp. js 
said to permit 25 percent more 
chair and seating room. 

A reception desk, No. 4224 
has plastic top on desk and 
writing board, ample storage 
space, recessed drawer pulls 
and a large easily accessible 
open shelf. Available in Fawa, 
Nubian and Acorn finishes. 


All-Rite Set 6 


A matched ball pen and mechanical pen- 
cil set designed to sell for 98 cents is now 
being marketed by All-Rite Pen, Inc. The 
pencil is a new product in the growing line 
of All-Rite writing instruments. 

The companion piece is the firm's No. 
85 retractable ball pen introduced a year 
ago. Four different colors are available in 
the sets, which come with an extra cart- 
ridge of colored leads for interchangeable 
use in the pencil. 





White Paste Display 7 

A new combination display-shipping 
container which holds two dozen 
giant tubes of “Firma-Grip” white paste 
will be available for school opening 
promotions through Binney & Smith, 
Inc. 

The display-shippers will be ready 
for delivery in August. An attractive 
red, white and blue display unit, the 
unit when set up for display occupies 
only 81 inches of space. Packaging 
of the non-toxic, clean and washable 
white paste in plastic tubes also is aa 
innovation. 


Windsor Art Album 8 

Primary feature of this 1957 Per- 
sonal Greeting Card Album by 
Windsor Art is the diversification 
of the line. 

Cards are for personal, business 
and family use. The binder has 
been designed to attract maximum 
consumer interest. Twenty-four 
hour service now available from 
East coast and West coast plants. 


(Continued on page 14) 
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THIS 
METHOD 
BRINGS 
SALES 

& PROFITS 
ON 
STAPLING 
EQUIPMENT 


ACE STANDARD NO. 102 












ACE PILOT NO. 402 


ACELINER NO. 502 


i. ae 





ACE STAPLE REMOVER 
ACE STAPLES 


Each time over the territory, instruct your 
salesmen to carry different models of ACE 
Stapling Equipment. Let buyers SEE and 
FEEL and USE these rugged star per- 
formers. Most salesmen find this sequence 
works best: 


First trip . . ACELINER; ACE STAPLE RE- 
MOVER; ACELINER STAPLES 


Second trip.. ACE PILOT; ACE STAPLE 
REMOVER; PILOT STAPLES 


Third trip.. ACE CLIPPER; ACE SCOUT; 
ACE STAPLE REMOVER; ACE CLIPPER 
STAPLES. (This trip, concentrate upon 
Florists, Dry Cleaners, Grocers, and 
other stores. Sell the Clipper Stapling 
Pliers for wrapping and bagging and the 
Scout for office use.) 


Long experience with thousands of highly 
successful dealers proves that THIS is the 
ONE best way to sell more Stapling Equip- 
ment with greater profit for yourself and 
greater satisfaction for your customers. 


ACE CLIPPER NO. 702 


ACE SCOUT NO. 202 


SEE THE COMPLETE AC@ LINE 
AT THE N.S.0.E.A. CONVENTION 
CHICAGO, SEPT. 28th—OCT. 2nd : SOLD THROUGH DEALERS EXCLUSIVELY 








WORLDS 


FINEST. 


“Bs 


ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE + CHICAGO 13 
INCANADA: CANADIAN STAPLES LTD.. 5705 UPPER LACHINE ROAD, MONTREAL 28 + 258 WALLACE AVE., TORONTO 
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Iv’S NEW ...IT’S DIFFERENT! | 


SEE-THROUGH 


Gila . . . 
a) auecuee” ace ae 
creep ha process allows , ting 
¢ n, writing on both — ideal for fountain 
> sides with no } pen or ball point 
see-through! apse —s 
g! 


for more sales all year round Big volume .. . fast turnover... 
7. a h ‘ h i h 
stock this Profit-Packed beauty! qyprrre Tints! Look at the big 


market: school, home, adults, children, 


You can now offer your customers the 
finest in social typewriter stationery: 


e New 16 lb. lightweight feel. 


e Special opaquing process allows writing 
on both sides — no see through. 


e Smudge-proof surface — will not blot 
any writing or typing. 

e High rag content for greater strength 
and quality. 


e Available in White and tints of Blue, 
Pink and Green. 


e Several sheet sizes to select. 


NATIONALLY ADVERTISED 


$ 1 25 wan 


For complete details 
see your local representative or write: 


White & Wyckohe orsrsner WRITING PAPERS 
New York Salesroom Chicago Salesroom 


Holyoke, Massachusetts 30 Rockefeller Plaza 1536 Merchandise Mart fe 
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a: letter from Washington...r 


MODERN STATIONER AND 
OFFICE EQUIPMENT DEALER 
Washington, D. C. 
August 15, 1957 


Despite the protests of retailer organizations, the House Armed Services 
Committee has approved the Defense Department request for an increase in the 
| kind of items carried by post exchanges and ships stores, as well as an up- 
grading of some articles already stocked. No legislation is necessary. 








About the only victory won by the retailers was the refusal of the 
committee to permit military stores to start a credit system on trial basis. 


The Armed Services Committee agreed to allow the military stores to 
stock portable typewriters up to a maximum retail price tag of $70. The 
committee also allowed the military stores to upgrade their small appliance 
lines from the former maximum of $15 to $30. 


An unspectacular but steady rise in consumer demand in paper products 
is forecast by the Forest Products Division of the Business and Defense 
Services Administration, in a comprehensive survey developed at the request 
of the House Interstate Commerce Committee. 





The agency predicts that total paper and board demand will be 38.4) 
million tons in 1958; 40.8 million tons in 1960; and 48.56 million tons in 
1965. The estimated consumption for 1956 was 36.23 million tons. 


The Division expects the demand for fine paper to rise from 1.57 million 
tons last year to 1.68 million tons in 1960 and to 1.96 million tons by 1965. 


The paper industry as a whole "continues to be optimistic, expecting a 
steady growth upward in the next decade," the Forest Products Division reported. 


Another upward push on paper prices is expected to develop from a new 
labor contract signed by management and pulp and paper workers in most of the 


West Coast mills. It provides for pay increases averaging 34 percent in 
' addition to increased fringe benefits. 





The President has invited 1,000 representatives of business, education 
and research organizations to attend a conference in the nation's capital, 
September OL, aS and 26, to discuss the subjects of distribution and technical 
research for the benefit of small businesses, 








The purpose of the conference, which was first proposed by the President's 
Cabinet Committee on Small Business, is to aid the small retailers, whole- 
Salers and manufacturers in using modern methods and techniques to develop 
and improve products and increase sales, 





The annual analysis of consumer expenditures prepared by the Office of 
Business Economics of the Department of Commerce estimates that 1956 seta 
new record for spending for stationery and other writing supplies. 





Total expenditures in this category at retail prices were figured at 
$59 million last year. In other recent years, expenditures for writing 
supplies were $572 million in 1955; $549 million in 1954; $538 million in 
1953; and $503 million in 1952. 


The Ways and Means Committee is backing a bill cracking down on employers 
who fail to turn over income and social security taxes withheld from employees 
to the Internal Revenue Service. 





Employers who are habitually late in their quarterly payments would have 
to set up arspecial account for weekly deposits which could be tapped only 
by the IRS. The committee says that the number of delinquent employers is 
growing. Criminal penalties are presently provided for such actions, but 
the Government must prove that failure to turn over the money was "wilful," 
which is hard to establish. Enactment of legislation is likely next year. 


Heavy revenue collections in June, the last month of the 1957 fiscal 
year, moved Treasury figures into the black with a surplus of $1,645,000,000, 
This was almost identical with the 1956 fiscal surplus of $1,626,000,000. 


Final figures made the Treasury's original forecast of a $1.5 billion 
surplus announced at the start of the year, look good. In May, however, the 
Treasury decided it would wind up with only a $1.2 billion surplus. An un- 
expectedly heavy deluge of corporate taxes boosted Uncle Sam's take in June, 


The Administration managed to nick the mammoth public debt by $2.2 
billion, bringing the total down to $270.6 billion. During fiscal 1955, 
the national debt hit $27). Both tax collections and government spending 
showed a substantial increase in the fiscal year ending last June 30th. 
Expenditures were nearly $3 billion higher than in 1956, while tax receipts 
were about $2.8 billion more for the same period. 





The small cuts in the public debt haven't helped the Treasury's position 
very much, because although the debt is lower, interest rates are climbing. 
It isn't generally noted, but the interest on the national debt is the second 
highest category in the expenses of the government, being topped only by 
defense expenditures. The interest costs the taxpayer about as much as 
foreign aid and veterans' benefits combined. 


Another move to liberalize social security benefits and increase pay- 
roll taxes is shaping up in the House Ways and Means Committee. Sponsored 
by Rep. Robert Kean (R-N.J.), a top-ranking minority member, the proposed 
legislation would increase retirement benefits and expand disability benefits. 
The social security tax rates would not go up, under the terms of the bill, 
but the wage base would be increased from the present $,200 to $4,800. This 
would increase the maximum annual tax on employers and employees by $13.50 
each for all those making $,800 or more. 
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FREE-STANDING STEEL 


OFFICE PARTITIONS 


PARTITIONERS are the “prestige” space dividers pur- 
chasing agents prefer for impressive office layouts. 


Show your customers the exclusive features that only 
PARTITIONER offers . . . rapid assembly or expansion, 
top grade construction, excellent sound absorbing qualities, 
low cost! 44 sizes .. . 4 heights and 11 widths, prompt ship- 
ment from warehouse stock eliminates inventory. 


New dealers aids: Portable “miniature office’ kit enables 
your salesmen to make a hard-hitting presentation right in 
your customer’s office! He can make an “on-the-spot” selec- 
tion of the modern colors, type of glass, pegboard, chalkboard, 
corkboard, masonite or acoustical panel. Envelope stuffers 
and mat ads available for your promotional activities. 


Write today for complete literature ! 


MARNAY SALES DIVISION 


ROCKAWAY METAL PRODUCTS CORP. 
1270 Broadway, New York 1, N.Y. 












"help your 

" customers 
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the small 
space 


SEE US AT BOOTH 338W — NSOEA CONVENTION 
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TOP SELLER... ~ 


and it’s all yours 


Of course you know that the gift tie business 
is BIG and that Rippl-Tie is in the lead. 


but add this fact 
to your thinking 


If you designed a selling picture to suit yourself 
you would probably come up with the Rippl-Tie 
picture: 


1. Here’s the public-accepted sales and. quality 
leader in this field. 


2. It sells at the right price for volume at a good 
profit. 


3. It’s backed by quick service, which means low 
inventory. 


4. Packaged resale and bulk selections to suit any 
retailer. 


—a protected, profitable proposition that’s well 
worth while pushing! Rippi-Tre Propucts Co., 
1934 N. Washtenaw, Chicago 47, Ill. 


Fast delivery to any location from our convenient plants 
Eastern, Clifton, N. J.— Midwest, Chicago, Ill.— Western, Salinas, Calif. 


Ripp\ tin & Products 


Available only through wholesalers 
- - - for more details circle 151 on last page 











NEW PRODUCTS... 


(Continued from page 8) 


Nesting Chairs 9 

After years of consistent 
experimenting, the Raylen “Nest- 
ing” chair is in production. 

The two styles that are available, 
with or without arm rests, will 
stack 25 high on a dolly and are 
said to clear easily a 6 foot eight 
inch doorway. 


three 


Christmas Gift 10 

The “tot set” re. 
ceiving this new 
Christmas greeting 
book marketed by 
Barker Greeting 
Card Co. will have 
a different toy for 
each day of Christ. 
mas week. 

The 7 x 8 inch 
plastic bound book 
can be mailed like 
a greeting card in 
an accompanying en- 
velope. Each page 
in the book is another envelope containing a different toy. 


Transparent Sleeves 1 

Two types of transparent sleeve protectors, offered under 
the trade name Ful-Vu Mylar, now are being marketed by Cooks, 
Inc. 

Each of the protectors will fit the standard three-ring bin- 
der, and one model will fit all 11 x 81/ inch binders. Because 
of their extreme thinness, they allow up to 30% more capacity 
in a standard three-ring binder, the manufacturer claims. 


Cellophane Tape Premium 


The latest set of premiums includ- 
ed with “Scotch” brand tape are min- 
iature flying saucers which are at- 
tached to 25c and 39c tape rolls. 

The three-dimensional plastic sau- 
cers are moulded on die-cut cards to- 
with a special launcher. The 
tape and premium units may be dis- 
played in M-11 floor L-11 


gether 


units or 


counter units. 





TTransparent Chair Mats 13 


A complete new line of crystal- 
clear plastic chair mats, to be 
marketed under the name 
“Stemp-O-Glas”, is now being 
produced by Stempel Manu 
facturing Co. 

The plastic mats, the manu- 
facturer claims, are mar-proof, 
rot-proof, fungi-proof and capable of withstand- 
hardest usage. Completely transparent, the mats are 
available in both standard and special sizes. 


shatter-proof, 
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Booth No. 123 


NSOEA 


1957 Convention & Exhibit 
Sept. 28 thru Oct. 2 


Conrad Hilton Hotel 


; Chicago Illinois 


SINCE 1893 












CHICAGO 3524 North Clark Street 
DALLAS 714 North St. Paul Street 
LOS ANGELES 5254 Alhambra @venue 
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Wall-hung Shelving System 14 


A simple method for sup- 
porting steel shelving and 
other fixtures on classroom, 
office and library walls is 
now available from the W. 
R. Ames Co. 


tape is now available to dealers through Permaccl Tap: Corp., 
a Johnson and Johnson compary. 

Marching atop the counter and floor displays is the Texcej 
Kid, who helped the corporation win an award last year for out. 
standing consumer advertising. Overall height of the display 
is 76 inches, while the floorstand height is 36 inches and floor. 
stand width and length 17 inches. 


Rolla-Rul Solves Need 17 


A plastic ruler which enables 


Using vertical, slotted steel 
columns that, according to 
the company, are easily in- 
stalled at 36 inch intervals, 
any standard bracket equipped fixture can be set in position, 
readjusted or interchanged as conditions require. 


its users to draw lines in Par- 
allel-horizontal, _ parallel-vertical 
or diagonal arrangement is be 
ing marketed by Sterling Plas. 
tics Co. 

Tiny rollers beneath a barrel. 
formed finger grip control the 
alignment by hugging the paper or work surface. Perforated 








Bookcases and Cabinets 15 holes near the calibrations accommodate the pencil point or ink ‘ 
A new line of steel bookcases and ruling device and rolling the instrument in the direction desired Contin 
supply cabinets, known as the con- creates the line. A marked straight edge performs the function Devel 
version line, has been announced by of the usual 12-inch rule. claims 
Borroughs Manufacturing Co. tinuous 
The 29 inch and 42 inch open face Ball Pen Merchandiser 18 been a 
units can be converted into sliding A new  volume-building _ self-mer- Dictatio: 
door cabinets with Borite, glass or chandiser for the Marlboro Ball Pen The s 
steel doors by adding the Borroughs manufactured by Wearever is ready two ce 
sliding door tracks. Steel doors only for shipment to retailers in time for transcrip 
are available for the 78 inch unit, and back-to-school buying campaigns. machine 
the 84 inch unit remains open face. Requiring a minimum of 14 x 24 tae first 
All are 36 inches wide in depths of inches of counter space, the merchan- the seco 
12 and 18 inches. diser displays six dozen pens in as- unut wh 
sorted colors plus two dozen refills. 

: The Marlboro’s ink supply, the com- 

Back-to-School Display 16 pany says, covers-a 5 gai or more 
A special back-to-school display featuring Texcel cellophane in each refill. Gift \ 

























LISTO’s trail leads 
to your door... 















It’s elementary! Since Listo Marking — 
saving 
Pencils are so widely used, it’s only natural the nee 
that people buy them in stationery stores. Ule 
ra- 
Everyone uses Listo because Listo makes ae 
a clear, bold mark on any surface. And ae 
: ¥ ™ plicity 
of course, Listo ads say...“‘available at receptic 
' Meas 
” 
stationery stores everywhere. ie 
Do keep a stock on hand, won’t you? plete , 
graine 
hang 
STEADY REPEAT BUSINESS! — 
~< Listo Refills in 6 colors: 
a + Black, Red, Blue, Green, Yellow, White Carbs 
* 4 
et ‘a 
eee adaptec 
oe Corpor 
ee N 
eee black 
ae? 
—— Purpos 
. re. rc * Se ee uiny a Seta D i oe side 0 
LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA — 


- - = for more details circle 135 on last pege MODI 














all 19 THE REAL 
- Out. Vagabond Expands Card Line W FIR ST - 
splay A 50 per cent increase in the greeting 
floor. card line of Vagabond Creations has been 
announced by Leonard L. Seidl, sales IN ERASERS 
manager. 
17 Included is a studio card the recipient -—and Eras er Sales! 
nables of another studio card can send to the x 
- par. sender of the first card to show his ap- 
artical preciation. Showing a badly banged up MUSHROOMING SALES — 
s be human being, the front of the card of- WIDESPREAD USE — 
Plas. fers the assurance “Nothing Serious’. prove the popularity of this 
The inside adds the explanation “Your iene. qunilie aed dtnein tn eee 
arrel. ae Jest Boactennd Be". 412” cylindrical rubber sticks 
I the encased in clean, attractive 
rated on ; 
c ink ; 20 transparent plastic holders. 
esired Continuous Recorders Holder tip unscrews so eraser 
action Development of what it stick can be moved outward. 


daims to be the first con- 
tinuous recording system has 
been announced by Pierce 
Dictation Systems. 

The system is composed of 
two combination  dictation- 
transcription units with a dual recorder control. Each 
machine holds a 15-minute magnetic belt. When the end of 
the first belt is reached, the machine automatically stops and 
the second starts. A new belt then can be placed on the first 
unit while the second is recording. Immediate review at any 
dictation or recording point, and as often as is desired, are 
features of the system. 


Handy, fountain pen size. 
Balanced “feel” for easy use, 
ideal fit, between thumb and 





fingers. Not mechanical gadgets. 





World’s 
Quality Standard 
Weldon Roberts 
Rubber Textures: 


NO. 825 
Red Rubber core, 
for pencil erasing 
eee NO. 827 
Gray Rubber core, 
for erasing ink 
and typewriting 
NO. 838 
GREEN RUBBER CORE, 
FOR ERASING 
BALL POINT PEN 
& PENCIL WRITING 








Gift Wrap Unipak Display 21 
— Introduction of a Unipak 
self-contained counter dis- 
_player for Christmas is an- 
nounced by Tie-Tie Gift 
Wrappings. 

Consisting of two dozen 
jackets, two dozen bolts of 
matching ribbon and two 
dozen matching tags and en- 
closures, the Unipak  dis- 
player can be assembled for 
use by merely removing the 
cover and standing the paper in place. Its efficiency permits a 
saving in both display and stock room space, and it eliminates 
the need for extra racks for the Christmas season. 














Pocket Clip Style for 
General Use 
Brush Whisk Style 
for Typists. Refills 

















ORDER YOUR 
WELDON ROBERTS JET ERASERS 
TODAY! 
Ultra-modern Desk Line 22 


Marnay Sales is now featuring 
anew line of desks styled in sim- 
plicity and utility for any office; 
reception room or home. 

Measuring 42 by 24 inches, the 
desks stand 30 inches high. Com- 
plete with Nevamar top with wood 
gtained finish, double drawer for and in easy-to- 
hang folder filing and tubular identify shelf 
metal legs. List price is $77.95. packings. 





On attractive ® 
counter cards 





Carbon Paper Ribbon 23 


A new carbon paper ribbon designed for electric typewriters 
adapted for such use now is available through the Underwood 









on. 7 ne WELDON ROBERTS 
amed the Distinctive, the new ribbon produces sharp, RoCels RUBBER CO. 

black type impressions and can also be used for reproduction Waldon 365 Sixth Avenue 

Purposes, eliminating ribbon changes. A tab edge on the out- Gnarnand Newark 7, N. J. 


side of the ribbon provides a handy indicator of the start of 
the ribbon, and a 14-inch leader allows the ribbon to be changed 
without smudging the operator's fingers. 


World’s Foremost 
Eraser Specialists 


Correct Mistakes in Any Language 
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IT’S EFFICIENCY 
WITH THE 
MODERN LOOK! 
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Time-savers on the desk top...and with the 
modern look you want! Everybody approves 
when you select desk top equipment designed 
by the Bert M. Morris Co. They're matched in 
color, style, and utility! 

Include this modern desk top equipment in 
your office planning. Available from the Bert 
M. Morris Co. is a 1957 Catalog to help you 
plan wisely. Write for it! 


ESSENTIALS IN EVERY OFFICE 


MORRIS SAFE-T-SET 

Beauty with efficiency —large ink supply can’t 
leak, won't spill, is easy to fill. 

MORRIS MEMO HOLDERS 

Holds standard memo paper. Available with 
ball point pen attached. 

MORRIS PHONE REST 

Frees both hands. Fits all phones—either 
shoulder. 

MORRIS TRAYS—LETTER & LEGAL 

Easy access with rear suspension. Stacks to any 
height. 

MORRISHARP ELECTRIC 

PENCIL SHARPENER 

Fast, self-starting. Cutting stops when desired 
point is obtained—choice of medium, fine, 
extra-fine. 

MORRIS ASH TRAY 

HE-MAN size... Perfect for sales meetings... 


removable glass liner...matches newest style 
in steel office furniture. 


BERT M. ORRIS CO. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
In New York: 381 Fourth Avenue 
In Canada: McFarlane Son & Hodgson, Ltd., 


Montreal, Quebec 


- - - for more details circle 141 on last page 





COCSSSSSSSSSEHSHESSHESSHSSSSHSSSHSHEOSE 














8 6, 


Gift Wrap Envelopes 24 


The Hampton Greeting Card Co. 
publisher of personalized Christ. 
mas cards, is introducing Gift 
Wrap Envelopes in its 1957 
Christmas lines. 

GWE — an innovation in the 
decorated envelope field — gives 
the customer an opportunity to in- 
dividually gift wrap each of his 
holiday greetings. An illusion of a 
neat Christmas package is obtained by the design of ribbon, sprigs 
of evergreen and holly berries brightly lithographed on face and 
back of the envelope. 


Public Pen Sets 25 

Two newly designed DePENdable desk 
fountain pen sets for office and public 
use are being marketed by the Sengbusch 
Self-Closing Inkstand Co. 

Sengbusch set No. DE-200 is made in 
a lustrous black plastic to blend with most 
modern office decor, with a double-action 
barrel and choice of tips. Set No. DE- 
1000 has same features plus 24-inch 
bead chain as shown here. Also positive 
adhesive backing to adhere base to count- 
er tops. 

With trial of three or more of either set, Sengbusch furnish- 
es 300 imprinted promotional circulars. 





ft 


Small Cash Sate 26 


The Cash-Stasher is a new low- 
cost safe designed to reduce holdup 
threats and eliminate cash losses 
by pilferage. 

Cash or valuables are deposited 
through a slot containing a spring 
steel which prevents pilfering, and 
makes it unnecessary to open the 
safe. Only the person to whom the 
key is entrusted need be bonded 
according to the manufacturer. 

Extremely compact the unit can be imbedded in a wall or 
concrete floor, or bolted to the steel firewall of a vehicle. Decals 
are available which state “Driver (or Clerk) has no key for 
safe.” Made by National Malleable and Steel Castings Co. 





Fingertip Preparation 27 

Sortkwik, available from Lee 
Products Co., is a preparation 
which is said to permit faster 
handling of papers without the 
need for rubber fingers or damp 
sponges. 

Application between thumb 
and fingers creates a greaseless, 
stainless, tacky film to make all kinds of papers easy to handle. 
It retails at 50c. 


Unique Stamp Holder 28 


This novel brass-plated _ turtle 
serves the duo purpose of holding 
the newly released rolls of 100 
postage stamps, and acting as 4 
paper weight. 

It is now available through 
Mary Louise & Associates at a deal- 
er cost of $7.20 for one dozen and 
$6.60 per dozen in two-dozen lots. 
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Congratulations to the 


Grand Prize Winners 
in the 


1957 Awards 


for Merchandising Achievement 


sponsored by the makers of 






om KISTLER’S 
COTCH C ll A T NATIONAL GRAND PRIZE WINNER 
§ sRano e op ane Ope i i957 AWARD 
: i 


MEIRCHANDISING ACHIEVEMENT 


MPANY 
= j 


W. H. KISTLER STATIONERY CO. of 
Denver was selected for the top award in this 
nationwide competition, which drew entries 
from over 600 of the country’s leading sta- 
tioners. Erle O. Kistler, chairman (left) and 
William H. Kistler, Sr., president, accepted 
the award, which includes an all-expense stay 
for a party of six at Roberts Pine Beach Hotel, 
Gull Lake, Minnesota. 





SPECIAL WINDOW DISPLAYS, novel in- 
store traffic builders, timely newspaper ads, 
enthusiastic sales meetings helped make the 
entire Kistler effort outstanding. The sales 
staff was divided into three teams, with special 
incentive prizes, teasers, tie-in slogans and 
other unique selling helps. 


REGIONAL WINNERS will be announced shortly. Our thanks go to all who participated in this 
competition. We are proud to have had this opportunity of recognizing the merchandising skill of 
America’s stationers, and look forward to future ‘“‘“ScotcH” Brand Tape promotions. 


Minnesota Mining and Manufacturing Company 


on term “Scotcx” is a registered trademark of Minnesota Mining and Manufacturing Company, St. Paul 6, Minn. Export Sales Office: 99 Park Avenue, €&> 
New York 16, N.Y. In Canada: P.O. Box 757, London, Ontario. 
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This most potent selling 
combination will “pt 
your S al 
Department 


figures go up UP 










A Saving of 4 1¢ 
to your customers on 
America’s Best-Known 


Brand of ae 








Now i in DOUBLE quantity BOXES — 








HIGHLAND LINEN 


§) 
atons ce VELLUM 


Already big volume producers in regular $1. papeteries . . . Eaton’s Highland Linen and Highland Vellum 
in DOUBLE COUNT boxes give you the perfect combination of SAVINGS plus KNOWN QUALITY that smart 
consumers recognize and buy! 


IDEAL FOR SELF-SELECTION SELLING . . . bold, beautiful, BIG boxes in striking modern design... 
corner-banded to tell customers at a glance what they save on this quality bargain. 


$2 WORTH OF PAPER...AT A SAVING OF 41¢ A BOX 


LINEN AND VELLUM FINISHES 72 CLUB-SIZE SINGLE SHEETS 
both in $ 60 ENVELOPES 
WHITE, BLUE, PINK, GREEN | f i reagent na 
READY FOR SHIPMENT SEPTEMBER 1 GET YOUR ORDER IN EARLY! 
Colorful silk-screened counter sign included in every shipment of 24 or more boxes. 
EATON PAPER CORPORATON ce, 3 PITTSFIELD, MASSACHUSETTS 


= - = for more details circle 119 on last poge 


BOOST SALES with ths NEW PROMOTION 
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/n my Opinion 


OQ: the surface, television — and 

television advertising —- seems 
like a boon to humanity, a source of 
entertainment and a powerful stimula- 
tor of sales. And it is. But, don’t be 
blinded by its glitter, for TV today has 
fashioned some pitfalls for the aver- 
age retailer. 

Let’s look at inventory control and 
dealer buying habits as they are af- 
fected by this television advertising. 

For the last several years, through 
the concerted efforts of our industry's 
leading associations, the trade press 
and numerous management consultants, 
good progress has been made in mak- 
ing dealers in our field aware of the 
importance of intelligent inventory 
control. 

It seems now, however, that some 
of this ground is being lost as numer- 
ous dealers, blinded by — and fre- 
quently over-estimating — the glam- 
our of national TV advertising, are 
abandoning their newly-established and 
sound inventory practices. 

And, in many cases where sound 
inventory control practices are being 
maintained, the influence of TV ad- 
Vertising is stimulating poor buying 
habits. 

Don't be among those affected. 

Certainly the consumer is power- 
fully influenced by television — and 
this can be a great stimulant for your 
sales. However, there are many other 
considerations to be made before this 
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THE GLITTER OF TELEVISION 


buyer reaction can be regarded as a 
“sure thing.” 

Surveys show that the retailer, like 
the consumer, is influenced greatly by 
television advertising. The research 
firm of W. R. Simmons and Associates 
several years ago came up with some 
facts on this subject. Retailers inter- 
viewed for the comprehensive survey 
done by the group registered decisively 
that television advertising was a prime 
consideration used by them in (1) de- 
termining the stocking of new brands, 
(2) determining the amount of shelf 
display space to be devoted to an item 
and (3) determining special displays. 

It is, of course, only sound retail- 
ing to tie-in national advertising to 
your local merchandising, and the three 
areas above fall into the tie-in category. 
But, the figures establishing the in- 
fluence of TV on the retailer are so 
overwhelming that it seems many a 
dealer is being influenced to take un- 
justified ‘‘giant’’ steps, guided it seems 
only by the glitter and glow of the 
relatively new media. 

When a cleverly presented adver- 
tisement of a manufacturer whose 
competitive line you carry is seen, there 
is a stout tendency to want to stock that 
product, too. When the influence is 





strongest, it’s easy to overlook stock 
levels, the buying habits of your mar- 
ket and national advertising programs 
of the manufacturer whose lines you 
carry. 

I don’t recommend that retailers 
stop all tie-ins to national television 
advertising. This would be ridiculous. 
I do suggest, however, that before you 
increase your stock by adding lines or 
increasing the number of units in a 
stocked line, decide on special display 
or allocate display space as a result of 
television advertising, ask yourself 
these questions: 

1. Is this item one that is really 
desired by my customers? Is my re- 
action different than my customers? 

2. Is this television presentation 
truly more effective than the national 
advertising being done by manufac- 
turers of competitive items in less 
glamorous media which actually pro- 
vide more effective exposure ? 

3. Can my inventory accommodate 
another item? 

The proper use of national television 
by the retailer can boost sales tremend- 
ously, but there are, as I have said, 
pitfalls. Sales may be boosted even if 
the pitfalls are not avoided, but cer- 
tainly profits will tumble. 


Maceth? Save 
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Chaylty O ne of the less pleasant aspects of ings are 
merchandising is that of meeting How mi: 
requests for donations of merchan- forego 

a dise for various charities and civic There 
organizations. known 
One dealer, weary of the demands charities 

made on him, calculated that if he be at a 

were to grant every such request he'd limited 
cut his net earnings in two. “What's tribute | 
more,” said he, “if I acceded to all less, ev’ 
requests these would multiply as the scores ‘ 
word got around I was a soft touch.” ventures 

There are several circumstances has its 
explaining the widespread practice of whom ¢ 
asking merchants to donate goods, mandin; 

None of these reflect favorably on chants. 

donors. As with soliciting advertis- Once 

ing for organizational programs, an- tain po 
nuals and similar media, solicitors come 11 
know a bigger net donation can be every 2g 

secured if a direct cash contribution erosity 

is not requested. Where an office ap- mands 

pliance dealer might offer a dollar is this: 
or two in cash for a minor charity, he tion ar 

may be talked into giving merchan- at least 

dise selling for $5 or $10 or more raising 
and costing him from $3 to $6 or $7. as to v 

_ If a dealer thinks he'll get credit persuas 
ro 1 | & for his generosity he is usually mis- Some 
taken. Solicitors likely have fantastic They 

‘ notions about markups and, in addi- will ea 
tion, may be naive enough to think he resis 
Many solicitors for dharities and civic organizations a contribution, being in kind, coy tion. T 
se fea] thgt a gerchandise donation represents the dealer nothing. No fooling! Gus og — 
rey, Ga dedler. Have you figured out what gray-haired old lady said as much in tion vi 
pércen ah of*yéur ptofit was given away last year? asking for an expensive item for a fies the 
raffle. Certainly many solicitors act the del 
on the assumption that merchandise Even if 

contributions are no less than the up the 
right of their “worthy cause,” how- and thi 

ever questionable it may be. fore ca 

Dealers know their margins. They One 

should not be fast-talked into for- period: 

getting margins when the pressure tronize 

is put on for a desk set, fountain pen, more 

boxed stationery or anything else out charity 

of a dealer’s stock. If a solicitor or recogn 

delegation starts talking about a con- Service 

tribution involving a $10 item, this made, 

should set the dealer speculating made 

about the profit-reducing effect of transi¢ 

replacing the item at a cost of $6 or Wh 

$7. That’s the real price of his mer- Consic 

chandise contribution. that 

When a dealer donates merchan- ing m 

dise costing him $10, he is foregoing invest 

all profit for one day, if his net earn- gifts. 
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ings are $3,000 a year above salary. 
How many times can such a dealer 
forego a day’s profits and survive? 

There are innumerable nationally- 
known and equally worthy local 
charities so that a dealer need never 
be at a loss where to channel those 
limited funds which he can con- 
tribute for worthy causes. Neverthe- 
less, even a small community has 
scores of other charity and civic 
ventures clamoring for support. Each 
has its vocal adherents, some of 
whom can be most insistent in de- 
manding support from local mer- 
chants. 

Once a dealer goes beyond a cer- 
tain point in generosity he can be- 
come innundated by demands from 
every group in town. His very gen- 
erosity generates more and more de- 
mands upon him. Fact to remember 
is this: Those active in one organiza- 
tion are apt to be equally active in 
at least one other group with a fund 
raising program. Word gets around 
as to which dealers give with little 
persuasion. 

Some volunteer solicitors are blunt. 
They make it known that a dealer 
will earn widespread displeasure if 
he resists giving a merchandise dona- 
tion. This is usually the bark of the 
dog — not the bite. Even if a delega- 
tion visits a dealer, this only ampli- 
fies the bark. Likely as not, no one in 
the delegation is a regular customer. 
Even if one is, a dealer may well tote 
up the trade had from that customer 
and the net earnings so traceable be- 
fore caving in. 

One chronic merchandise solicitor 
periodically changed stores she pa- 
tronized in order to put the bite on 
more merchants for her favorite 
charity which, incidentally, was not 
recognized by the Internal Revenue 
Service. Despite value of donations 
made, not a single merchant ever 
made a dime net profit off her 
transient trade. 

What happens to the merchandise? 
Considering the very real sacrifice 
that many dealers make in contribut- 
ing merchandise, they might quietly 
investigate what happens to their 
gifts. In one instance coming to this 
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writer's attention, door prizes do- 
nated by local merchants cost around 
$125. Admission tickets brought only 
$75. Those odds can’t be beaten. 

In another so-called charity event, 
some $500 worth of merchandise at 
retail was auctioned off for less than 
$200, not even bringing in invoice 
prices. Anyway these abuses are view- 
ed, the sponsoring organizations 
were cut-throating local merchants 
who made their activities possible 
and, at the same time, were putting 
these merchants in an unfavorable 
light. 

If outright donations are too diffi- 
cult, solicitors may approach mer- 
chants with a request for sharp dis- 
counts. This too is dangerous. If a 
dealer offers a small discount he is 
likely to be put down as a cheap- 
skate because, as any consumer 
knows, the cost of merchandise is 
only a small fraction of its selling 
price! Just try to disabuse them of 
this notion. 

On the other hand, if a dealer sells 
at actual cost, or so help him, less 
than cost, he is encouraging a belief 
already widely held that merchants 
are making too much money. Over- 
head? Consumers don’t believe in it. 

However charitably inclined a 
dealer is he should be realistic in ap- 
praising those charity requests which 
are based simply upon the fact he is 
in business and, presumably, fair 
game. He should calculate the pos- 
sible business benefits, if any, keep- 
ing in mind that many solicitors will 
imply such, if they do not say so. 

So long as it’s his money (and 
merchandise is just that) he should 
not hesitate to take a critical look at 
the charitable nature of the project. 
Is it fulfilling a fundamental need? 
Will beneficiaries really benefit? Is 
it a “pet” project of someone who is 
“hypped” on a venture of dubious 
real value? 

A dealer in moderate circum- 
stances may be pardoned for compar- 
ing his own and his family’s situation 
with those singled out for charitable 
benefits. One dealer received an ex- 
pensive direct mail piece soliciting 
contributions for a summer camp for 


boys at $40 per boy per week. De- 
serving? Probably, agreed the dealer. 
“But,” said he, “I’m not sure I can 
send my own kids on an outing this 
year. If I can swing it, it’s not going 
to cost any $40 a week for each 
child.” 

Are merchandise contributions tax 
deductible? In a recent drive for mer- 
chandise donations, solicitors were 
armed with an impressive letter from 
a local accountant assuring donors 
that merchandise contributions are 
income tax deductible. Merchants, 
mindful of income taxation, were 
properly impressed and were gener- 
ous in pulling merchandise off sales 
floors. That was the intent of the 
letter. 

To put it charitably, this advice 
was misleading. If a dealer contri- 
butes merchandise to a charity or 
other agency recognized for tax de- 
duction purposes, he must adjust his 
cost of merchandise to reflect this 
withdrawal from inventory. Then, 
and only then, may he deduct the 
cost of the item contributed and re- 
port it in his income tax return as 
a contribution. To fail to make this 
adjustment in cost of merchandise 
results in the same deduction being 
taken twice: first in the cost of the 
merchandise sold (through the item 
being carried as part of merchandise 
cost) and secondly in a direct contri- 
bution deduction. 

On the other hand, a direct cash 
contribution very likely will be more 
moderate, if any contribution is 
made. In addition, a cash contribu- 
tion may be taken as a tax deduction 
without question, so long as it is sup- 
ported by a receipt or canceled check 
and, in fact, qualifies as a deduction 
within the definition. 

Here, a dealer should display some 
skepticism. Not all contributions are 
tax deductible. If the contribution is 
substantial, and a dealer is making it 
with the expectation of deducting it 
in his income tax return, he should 
make certain it will not be disallow- 
ed. Nondeductible contributions also 
include any which are made to 
political parties and political can- 
didates. 
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NOMDA Panels 
Emphasize Service 


Good attendance at the panel discussions during the 
1957 convention of the National Office Machine Deal- 
ers Association attests to the success of the meeting 


























Ray Alba, Compton Office Equipment Co., Compton, Calif., chairman of the panel discussion on duplicators, directs a ques- 
tion to the audience during the NOMDA convention. Aiding him on the panel were (left to right) Duncan Ferguson, Gestetner 
Duplicator Corp., Yonkers, N. Y.; Philip Weiner, Milton Weiner Co., Pittsburgh; Paul Adelman, Rex Rotary, New York City; 
‘ Bill Phillips, Western Typewriter Co., Topeka, Kans.; Herb Wheeler, Standard Office Equipment Co., Stockton, Calif.; and Vern 
Booher, Floyd Office Machine Co., San Pedro, Calif. 











A “Terrific Date In The Keystone 
State” was fulfilled when the 


on this type of machine could be such school took place in California 





National Office Machine Dealers As- 
sociation met in Pittsburgh from 
June 30 through July 3. 

Response at the panel discussions 


settled on the phone. 

Cooperation from various manu- 
facturers in training a group of men 
to service electrics had been obtained 
in some areas with good results. One 


with 40 men meeting two hours a 
night for ten nights. 

The cash register panel approached 
the problem of service also, with one 
NOMDA dealer stating that he uses 






















during the four-day meeting in- 
dicated that service remains the most 
important element in achieving con- 
tinuous success in the office machine 
field. 

General concensus of opinion dur- 
ing the electric typewriter panel re- 
vealed that although the electrics are 
expected to make up 30 to 40 percent 
of this year's typewriter market (ex- 
cluding schools and government 
agencies), many salesmen are still 
hesitant in selling them because of 
fear of service problems. 

Participation by the audience 
brought forth the answers that the 
dealer's salesmen must be shown the 





Newly elected NOMDA president Harold E. Steinke, H. E. Steinke Typewriters, Upper Darby 
Pa., (left) is pictured in an informal discussion with the other officers elected at the Pitts- 


inevitability of electric typewriters as burgh convention. Next to Steinke are (left to right) first vice president — Charles S. Meyers, 
well as the profits. It was also stated Chas. O. Meyers, Inc., Miami, Fla.; second vice president — J. Dal Marvil, Ames Supply Co., 

. Chicago, Ill.; secretary — Paul McWilliams, Capital Typewriter Co., Little Rock, Ark.; and treas- 
that a great percentage of complaints urer — Alfred H. Foxcroft, Guaranteed Typewriter Co., Los Angeles, Calif. 
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An Indiana dealer reported that 
each serviceman covering the main- 
tenance contracts also tries to sell 
additional supplies as he receives 10 
percent of each order. 

Another method of obtaining in- 
itial supply business, according to 

rnia _ NOMDAite, was to take ia old Selected to head the Ladies of NOMDA for the ensuing year were (left to right); second vi 

irs a machines on trade for supplies m- president — Mrs. James White, Texarkana, Texas; ce aamiptosi — tg B. | Sen 
stead of against the new duplicator. Detroit, Mich.; president — Mrs. Edward Pfi!zenmaier, Ardmore, Pa.; first vice president — Mrs. 

anal By this method, the dealer obtains Mario Teschion, St. Paul, Minn.; and third vice president — Mrs. Lynn Roper, Seattle, Wash. 

per the cash for the equipment and also 

“a starts the customer buying supplies Following initial organization at — vertising and Publicity,” and ‘Selling 
from him. the 1956 NOMDA meeting in Hous- Techniques.” 

The final panel of the 1957 meet- ton, the “Ladies of NOMDA” pre- Special functions for the ladies in- 
ing was a group discussion on vari- _ pared and carried through an active _— cluded a get-acquainted tea on Mon- 
ous advertising techniques. Tips on a schedule of events during the recent day afternoon, a Tuesday luncheon 
tight budget offered to the smaller — meeting of the National Office Ma- _ followed by a sightseeing tour of the 
volume organizations emphasized chine Dealers Association in Pitts- city, and a tour of the H. J. Heinz 
that each arvertisement must mer- burgh. plant. 
chandise. The group was organized to al- Selected to head the feminine con- 

An Arkansas dealer told the group = low complete interchange of ideas tingent for the ensuing year was 
that he advertises a special for three from the woman's viewpoint of the | Mrs. Edward Pfitzenmaier, Ardmore, 
or five days, but allows anyone to office machine business. One of the Pa. Serving with her are: Mrs. Mario 
take advantage of the special for at ladies indicated that approximately 75 Teschion, St. Paul, Minn. — first 
least a month. He also mentioned the _ percent of the group work full or part vice president; Mrs. James White, 
importance of advertising the price time with their husbands and are Texarkana, Texas — second vice 
80 that the prospect doesn’t lose in- confronted with many problems and president; Mrs. Lynn Roper, Seattle, 
terest. solutions which are discussed. Wash. — third vice president; and 

= Successful giveaway items used by During the panel discussions held Mrs. B. R. Swanger, Detroit, Mich. 
Meyers, one dealer include a small lipstick jn Pittsburgh, topics included ‘Ad- secretary-treasurer. 

sly Co., mitror, a rain hat and a long shoe 

J treas- horn, 
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the same questions as one manufac- 
turer docs to determine mechanical 
aptitude of an applicant. Proper and 
careful selection of the prospective 
serviceman enables this dealer to 
train the man himself. 

During the duplicator panel the 
question was raised about the advis- 
ability of having a specialist to 
handle both sales and servicing of 
duplicators. 

After considerable discussion, it 
was the opinion of the group that 
the combination specialist is not the 
usual case, but that often the sales- 
man can take care of the call because 
the complaint is often based on 
human error rather than mechanical 
failure. 

Service contracts on this type of 
equipment were felt to achieve better 
customer relations. In answer to a 
query about lost time from training 
each new girl who is going to operate 
a previously-sold duplicator, it was 
suggested that the dealer write them 
off as sales calls and stimulate sales 
by trying to sell new items and ad- 
ditional supplies. 


Promotion 

Outstanding promotional activities 
by NOMDaAites were displayed on 
an “idea board” during the conven- 
tion, with the following entries 
judged as the winners: Display Ad- 
vertising — 1st place, Albany Type- 
writer Exchange, Albany, Ore.; 2nd 
place, Peter Paul Service, Cincinnati, 
Ohio; 3rd place, Specialty Service., 
Fort Worth, Texas. 

Sales Promotion — Ist place, 
Keeney Office Equipment Co., 


Dallas, Texas; 2nd place, Wilshire 
Typewriter Office Supply Co., Los 
Angeles. 


Direct Mail — Ist place, Koch 
Brothers, Des Moines, Iowa; 2nd 
place, Keeney Office Equipment Co., 
Dallas; 3rd place, Hugh Ridall Co., 
Wilkes-Barre, Pa. Receiving hon- 
orable mention were the Beaver Dam 
Typewriter Shop, Beaver Dam, 
Wisc.; Best Typewriter Co., Sioux 
Falls, S. D.; and Specialty Service 
Co., Fort Worth, Texas. 





Ladies of NOMDA Active 
In Pittsburgh 














A new award, the Keeney Kup, was pre- 
sented by retiring president D. L. Keeney, 
Jr., (left) to Franz Schreyer, Salt Lake City, 
Utah. The trophy was awarded to Mr. 
Schreyer as the NOMDAite outside of a 
local signing the most new members. 


New Officers 


Elected to succeed retiring presi- 
dent D. L. Keeney, Jr., Dallas, Texas, 
was Harold E. Steinke, Upper Darby, 
Pa. Charles S. Meyers, Miami, Fla. 
was elected first vice president, with 
J. Dal Marvil, Chicago, Ill, being 
selected as second vice president 
upon his election as chairman of the 
Manufacturer’s Division. 

The new NOMDA treasurer elect- 
ed by the delegates is Alfred H. Fox- 


Two good Californians, Ray Alba (left), 
Compton, and Rehert Picou, Maywood, 
proudly exhibit trophies for two of the 
awards received for membership building 
efforts in Southern California. They are 
holding the Liston Jackson Sweepstakes 
trophy between them, which Alba accepted 
on behalf of Southern California OMDA, 
while Picou also holds the trophy for the 
manufacturer's representative garnering the 
most members for the organization. 
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croft, Los Angeles, Calif., while Paul 
McWilliams, Little Rock, Ark., re- 
ceived the convention's approval as 
secretary for the ensuring year. 

Appointed by Mr. Steinke to serve 
along with the five officers on the 
executive board were Jack Davenport, 
Bakersfield, Calif.; Miller J]. Huggins, 
Anderson, Ind.; D. L. Keeney, Jr., 
Dallas, Texas; Robert Randazzo, Kan- 
sas City, Mo., and Herbert C. Tous- 
saint, Camden, N. J. 


Next Year 

Milwaukee will be the host city for 
the 1958 convention and exhibit of 
the National Office Machine Dealers 
Association. Scheduled for June 29 
through July 2, the meeting will 
headquarter at the Schroeder Hotel. 


Membership Awards 
Over 600 new members were 
added to the NOMDA roster during 
the past year as a result of an ex- 
tremely strong membership drive. 

Top individual effort was per- 
formed by Robert Picou, Maywood, 
Calif., who was honored by first 
place in three separate categories: 
area chairman first to reach his 
quota; state and area chairman mak- 
ing the best showing; and manufac- 
turer's representative signing the 
most members. 

Sweepstakes winner of the Liston 
Jackson Trophy was Southern Cali- 
fornia OMDA with president Ray 
Alba, Compton, accepting the award. 

NOMDA president D. L. Keeney, 
Jr., presented a special award, the 
Keeney Kup, to Franz Schreyer, Salt 
Lake City, Utah, as the member out- 
side of a local who signed the 
most new members. Second and 
third, respectively, in this category 
were I. K. Little, Omaha, Neb., and 
Paul McWilliams, Little Rock, Ark. 

Plaques for increasing membership 
in local organizations went to 
Northern California OMDA — Divi- 
sion I; Indiana-Kentucky OMDA — 
Division II; and Oklahoma OMDA 
— Division III. Runners-up were as 
follows: Division I — New York 
OMDA, Texas OMDA; Division II 
— Pacific Northwest OMDA, Chi- 
cago OMDA,; Division III — Wash- 
ington OMDA and Tri-State OMDA 
tied for second, San Diego OMDA. 

Members of locals signing the most 


members were: first place — William) 
Smith, Tulsa, Okla.; second place — 
Samuel Stein, New York City; tied! 
for third place — Mrs. Elizabeth 
Stemp, Madison, Wisc., and Miller J. 
Huggins, Anderson, Ind. 

Other awards included: Lady of 
NOMDA signing most members 4 
Mrs. Elizabeth Stemp; Manufacture 
signing most — Ames Supply Co 
Chicago, Ill.; Regional governg 


making best showing regionally 
Kell Reimann, Arlington, Va.; p 
president making best showing 
Nicholas Fucci, Englewood, N, 
a special award to Ames Supply 


1, This group of Ohioans waiting for 
elevator in the Penn-Sheraton Hotel in 
left to right, Joseph W. Paul, R. T. Sea 
E. J. Knecht and Harry Medley, all of 
Paul Mechanical Service, Cleveland; Ed 
Hale, Peter Paul Service, Cincinnati; 
Gus H. Parks, Arrow Typewriter Co., 
land. 


2. The new first family of NOMDA — 
H. E. Steinke family of Upper Darby, Pa, 
P a t during the festivities, 





3. Panel discussions were also conducted 
the Ladies of NOMDA during their busi 
sessions. During the discussion on 
techniques Mrs. Elizabeth Stemp, 
Wis., right, explains her ideas. © 
are, left to right, Mrs. Edward Pfitzen 
Ardmore, Pa.; Mrs. Henry Sassman, Victo 
Tex.; and Mrs. William Simpkins, St. 
Mo. 


4. Retiring president D. L. Keeney, Jr., De 
presents the NOMDA gavel to his suc 
Harold E. Steinke, Upper Darby, Pa. 


5. A community sing outdoors by the fire. 
side was one of the social activities enjoyed © 
during the Pittsburgh convention. 


6. Pictured during the panel on advertising 
are, left to right, Mrs. Elizabeth Stemp, © 
Madison, Wis.; discussion leader N. Dean 
Leininger, South Bend, Ind.; and A. K. Thomas, 
Lawerence, Mass. 


7. “Nothing but the best for our 
guests" might be the slogan of the 
Cash Register booth. Prior to the con 
lovely Miss Rosalie Culp won the title 
Miss Pennsylvania. Here she is pictured 
Thomas E. Williams, Frederick, Md. 


8. Robert Randazzo listens intently as a 
er from the floor comments during 
panel discussion on electric typewriters. 


9. Alaskan delegate Harvey Danks, Jr., 
banks, left, engages in a discussion with 
Hearlihy, Springfield, Ohio, center, and R& 
Neumayer, Hartford, Conn. 


10. D. L. Keeney, Jr., retiring president 
NOMDA, congratulates J. Dal Marvil, : 
Supply Co., as he presents an award to him 


11. Miller Huggins, Anderson, Ind., reveals 
a method by which he obtains used cosh 
registers to the panel audience. 


12. V. L. Kennedy, San Jose, Calif. explains 
his use of the various media and offers tips 
during the panel discussion on advertising. 
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Sy C. £. “Chuck” Lapp, Ph. D. 


Consulting Editor, Modern Stationer 
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for a checkup? 


No business operates so well that a periodic checkup 


by management can’t provide clues to leaking profits 


o business operates so perfectly 
N that holding it up against the 
cold light of an effective and thorough 
business practice checkup periodically 
won't pay dividends. 

Many successful business houses — 
firms which draw envious looks fron 
their competitors —- make these an- 
alyses an almost day-to-day procedure 
And through them they are able to 
plug the small leaks through which 
many dollars in profits may be lost. 

What, then, are some of the basic 
points for the modern stationer and 
office equipment dealer to check? 

You can start with the basic motiva- 
tion behind your operation — profit. 
Obviously profit will be your primary 
operational aim. But too often we 
focus so much attention on this sub- 
ject of profit that we are blinded to a 
realistic consideration of buyer wants. 
And such a consideration is uppermost 
in every realistic approach to finding 
the clue to business success. 

This profit motivation also can have 
an undesirable effect on your per- 
sonnel relations. Here the range of 
problems is extremely broad. In the 
case of your sales personnel, chances 
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are pretty good that you have som: 
kind of training program for sales 
personnel. Chances are also good that 
you make some attempt to help sales 
personnel know and understand the 
products which they are trying to sell 
— such things as uses, advantages of 
one model over another, etc. You 
probably are also stressing to your 
salesmen the importance and the exist- 
ence of competition — both that 
which comes from outside your or- 
ganization and that which exists with- 
in it. 

You may even have increased com- 
missions on items which you are eager 
to push as an incentive to the sales- 
man to put forth extra effort to sell 
such articles. Chances are you wouldn't 
be caught dead without definite and 
adequate sales controls, plans for cam- 
paigns and sales forecasts. 

But have you concentrated your at- 
tention on some of the other factors 
which do so much to determine the 
sales climate in which your organiza- 
tion will either prosper, stand still or 
wither and die? 

Do you, for example, divide and 
locate responsibilities so that all 


working for you know their specific 
duties and the duties of their as. 
sociates? Are you familiar at all with 
the personnel who work either for of 
with you and do you know their job 
objectives? Can you sense, either on 
your own or through machinery ¢- 
tablished for that purpose, conditions 
which are unfavorable in their effects 
on good morale? 

Are you able to motivate your em. 
ployees in a positive direction — so 
that they are boosters and not dis. 
gruntled knockers, real workers and 
not just time-filling drones? 

Have you set up your operations so 
that paperwork required is at a very 
minimum — and at an understandable 
minimum? Are conditions conducive 
to your stimulating your employees to 
greater achievement by appealing, and 
successfully so, to their desire for 
security, opportunity and recognition? 

Do your company people realize 
that in a// their contacts with their 
fellow human beings they are the com- 
pany and the impression they leave 
is an impression of the company itself. 
In that connection, do you, yourself, 
set the right example for your em- 
ployees? 

One place to start that, incidentally, 
is making sure that you are treating 
all employees fairly, even though you 
cannot treat them equally. Another is 
to seek constantly to instill confidence 
in your subordinates, to bolster their 
morale. If you can do that job with 
the men immediately under you, they 
in turn will work on the same job 
more effectively with the people di- 
rectly under them. 

Are you doing an effective job, as 
another facet of gaining employee sat- 
isfaction, of keeping “all hands” up 
to date about product changes and im- 
provements, with pension plans, social 
security, group insurance and other 
benefits, and of the details of opera- 
tion of a wage plan that is both fair 
and easily understood ? 

Do you make any attempt to find 
time to listen to, and then help, your 
personnel with their problems? Do 
you and your staff concentrate so much 
attention on the really insignificant 
things that you have neither time nor 
energy left for those of greater impor- 
tance? Or do you tackle the problem 
so effectively that you eliminate the 
necessity of making minor and repeti- 


(Continued on page 70) 
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Free typewriter and desk facilities offered by Stanfield's, Cheyenne, 
Wyo., get a workout from a woman customer during the noon hour. 


PR Gimmick 


Pays 


Ott 


Cheyenne Dealer makes free typewriter, desk available 


for all customers. 


‘rouble with too many public re- 
lations gimmicks is that their suc- 


cess — or failure — can’t be measured 


in terms of dollars and cents return 
for the money invested. 

But Stanfield’s in Cheyenne, Wyo., 
has come up with a simple and direct 
avenue to public good-will which 
produces surprisingly large amounts 
of additional sales. 

The store keeps a new steel desk 
and a brand new typewriter complete- 
ly set up, ready for use of anyone 
who requests the service. The type- 
writer and desk were a feature of the 
company’s old store when it was two 
blocks away. And now that the new 
store has been opened on Cheyenne’s 
main street, the practice continues. 

Included in the desk supplies avail- 
able for free use are various sizes and 
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Can trace specific sales results 


types of typing paper, carbon paper, 
second sheets, erasers, blank envelopes 
and similar supplies. 

The desk is located well away from 
the stream of traffic in the store. There 
are no signs in the window explaining 
the service, and the store for obvious 
reasons doesn’t advertise it. Yet the 
users — a large number of them wo- 
men — continue to make use of the 
availability of the facilities. 

Many of the users are women who 
come into the store in search of greet- 
ing cards. They are tempted to come 
in and browse along the 90 lineal feet 
of greeting card displays located at the 
front of the store. The sight of the 
typewriter, ready to go, seems to serve 
as a reminder of some overdue letter, 
and brings a query as to whether the 
shopper may use the machine. 





A large number of them, also, are 
businessmen who see the typewriter 
and suddenly remember an import- 
ant letter which they can hammer out 
without danger of interruption or dis- 
traction. In additional instances, secre- 
taries, typists and other businesswomen 
shopping for their offices are likely 
to use a machine for a few minutes. 

“Of course we never question what 
use the customer wants to make of 
the machine,” Ted Richmond, retail 
sales manager for the firm, relates. 
“We do, however, take advantage of 
the opportunity to point out that we 
carry three top lines of typewriters, 
maintain the city’s largest office ma- 
chines repair shop, and that we 
would be happy to rent or sell a 
typewriter to the customer. 

“Where students are concerned — 
and it isn’t unusual to have several of 
them come in during final exam period 
— we have even. broken’ the 
ice to the extent of getting high 
school and college students interested 
in a portable typewriter.” 

Stanfield’s depends on the trait of 
human nature that makes people who 
benefit from a free service try to show 
their appreciation to make the available 
facilities pay off. They still talk 
around the store, for example, of the 
businessman, obviously pressed for 
time, who asked to use the typewriter 
one day. 

He worked steadily for five hours, 
and used up about 100 sheets of paper. 
He offered a clerk $5 at the end of 
his stint, but the offer was refused 
under store policy. So the man walked 
to the gift department and plunked 
down $25 for a pen and pencil set as 
a thoroughly practical — and profit- 
able — indication of his appreciation. 

“We have never had a single in- 
stance in which anyone using the type- 
writer has abused it,’ Mr. Richmond 
reports. ‘Frequently, in fact, the user 
will take a dust cloth — which we 
keep convenient for the purpose — 
and clean up carefully after using the 
machine, replacing the cover and leav- 
ing everything else spic and span. 

“There has been instance after in- 
stance in which a first-time visitor who 
was allowed to use the typewriter has 
become a regular customer thereafter. 
From sales to these customers, we 
could set up a public relations balance 
sheet for this free service. It would be 
extremely favorable.” 
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(> of New England’s first up- 

stairs stationery stores now has 
two additional marks to its credit — 
it has become one of Boston’s largest 
stationers and one of the largest sta- 
tionery distributors in the New Eng- 
land area. 

The firm — Blake & Rebhan Co. — 
has never operated a street store; 
maintains no display room; and, fur- 
ther, has no plans to do either. Its 18 
salesmen — seven of whom are part- 
ners in the firm — do all their selling 
through personal calls on accounts, 
and each salesman is free to develop 
any account that he can get so long as 
it does not belong to one of the other 
men. And every account in the house 
belongs to some salesman, since there 
are no house accounts. 

Founded early in the 1920's, Blake 
& Rebhan’s concentration on outside 
selling has not been merely a passive 
adaptation to the needs of the indus- 
try. The principles on which the firm's 
operation is founded have definite 
basic advantages from the standpoints 
of sales dynamics and economy. 

“The principal advantage to an 
operation like ours is that we are able 
to maintain much closer contact with 
the consumer than the street store is 
able to do,” Wilbur Colby, president, 
explains. “Our basic appeal is one of 
service. We go fo the customer and 
save him time. In this way we are able 
to get to know his problems from 
first-hand experience with them, and 
are able to learn how to solve them 
effectively. 

“Another advantage is that an or- 
ganization like ours can be operated 
with very low overhead. We do not 
have to pay heavy rent on a store 
front — our whole operation is con- 
centrated on a single upstairs floor — 
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Wilbur Colby, president of Blake & Rebhan Co., 


Boston, whose views on 
an upstairs store operation 
are outlined in this article. 


Upstairs 


Boston firm of Blake & Rebhan writes 
success story utilizing all outside salesmen, 
paying them in keeping with their role 


and we do not, since our sales ap- 
proach is based on calls and personal 
contact, have to engage in heavy ad- 
vertising programs, The only advertis- 
ing we do, apart from frequent direct 
mail pieces, is in the phone book.” 

Because of constant change in the 
stationery business, Mr. Colby says the 
Boston firm’s type of operation is al- 
most ideal for the times. He started 
back in the days when purchasing 
agents were in the habit of calling on 
stationery stores in person. 

“In the days when I was starting 
out in the business, there was a regular 
pattern behind it,” he recalls. “On 
Monday, we had the bank men in; 
Tuesday it was the textiles men; Wed- 
nesday the local manufacturers; Thurs- 
day we played host to small town 
officials; and Friday we had the small 
business offices make their calls. 

“But in the early 20's when ths 
firm was founded, there began to be 
a shift in the point of view of the 
larger consumers of commercial sta- 
tionery. They weren't willing to come 
in to you any more. If you wanted to 
get the big orders, you had to hire 
men to call on them. It was then the 
first big shift from street stores to up- 
stairs stationers occurred.” 

Blake and Rebhan keeps its ware- 
house, offices and shipping facilities 
within an 11,000 square foot floor are, 
on the second floor of a building or 
Boston’s Atlantic Ave. A complete 
$100,000 inventory of commercia 
stationery and office equipment i: 
maintained. 

Since the firm does not have to rely 
on the drawing appeal of social sta 
tionery items to spur traffic, as it 
would if it were a downstairs store 
appealing to the transient trade, it 
does not maintain a stock of social sta. 


tionery. It obtains these items direct 
for its customers when the need arises, 
reducing needed warehouse space. 

The economies of the low overhead 
obtained are passed on by the firm to 
its salesmen, who work on a straight 
commission basis. The firm thus is 
able to pay its men what it calls “an 
outside — not an inside’’ salary. This 
amounts to more, Mr. Colby estimates, 
than most of the salesmen would be 
able to make if they had their own 
stores. Many of the salesmen, as a 
matter of fact, did have their own 
stores before joining Blake & Rebhan. 

“We pass these savings on to our 
salesmen because we are aware that 
they are the most vital factor in our 
organization,’ Mr. Colby explains. 
“You have to have first rate men to 
run this type of business effectively, 
since each sale relies wholly and com- 
pletely on the call and the impression 
the man is able to make. 

“Inside techniques don’t work on 
outside sales. The inside man stands 
behind the counter and waits for the 
customer to come in. When the cus- 
tomer comes in, he already knows 
what he wants. In outside selling, on 
the other hand, the man must create 
the interview. He must be able to be 
the master of the sales situation.” 

It is for that reason that Blake & 
Rebhan will not hire a man unless he 
knows the business inside and out. 
Also, because the firm’s officials real- 
ize how difficult it is for a man com- 
ing into this field without accounts to 
get them, a salesman to qualify with 
the firm must have his own accounts 
and be able to bring them with him. 
Additionally, a salesman who wants 
to join the firm must come in and 
seek employment. Blake & Rebhan 
will not solicit him. 
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wnstairs? 


The firm’s reputation is such that 
good salesmen with good accounts are 
eager to join the firm, it is asserted. 

Transfer of accounts of Blake & 
Rebhan customers takes place only in 
the event of death or retirement of a 
salesman. In either case, the firm has 
never encountered difficulty in arrang- 
ing a transfer. Admittedly, if a sales- 
man were to leave the company, most 
of his accounts would probably go 
with him. 

Under such a system, obviously, 
salesmen must have considerable lee- 
way in developing their own methods 
of making calls and sales techniques. 
The personal technique leeway al- 
lows each salesman to get to know his 
accounts and develop personal rela- 
tions with them. 

At the same time, Blake & Rebhan 
recognizes that success in the stationery 
field depends upon more than just 
friendly tactics. Accordingly, regularly 
scheduled sales training programs have 
been part of the firm’s tradition for 
many years. Every other Monday morn- 
ing, representatives from the various 
manufacturers of the lines the com- 
pany handles sit down with the sales- 
men to discuss product developments, 
techniques of demonstration and set 
up informal sales contests on their 
products. Enthusiasm and the spirit of 
competition among the men as a result 
of such sessions act as added sales in- 
centives. 

“Basically our sales approach relies 
more on personal contact with the 
account than on any other sales tech- 
nique,” Mr. Colby suggests. “This 
takes the place, surely, of any high- 
Pressure tactics or techniques which 
may be used in other fields or areas. 

“Boston is a conservative place, as 
everyone knows, and this conserva- 
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tism extends even to buying habits. 
High pressure selling has dug its own 
gtave so far as we are concerned. 
When we open up an account we are 
interested in keeping it and doing vol- 
ume business over a period of years. It 
is never wise, in a business like ours, to 
have just the single sale in mind. 
“We at Blake & Rebhan certainly 
have faith in the stationery market and 
its future. It is growing today and will 
continue to grow. It seems to us that 
the upstairs stationer is the one in posi- 
tion to benefit most from the growth.” 





Salesman James Radley lays out his own 





order with one of the special order carts used 


by Blake & Rebhan. By having salesmen 


lay out their own orders without a salary 
required for a layout clerk, the firm is able 


to pay its salesmen higher commissions. 


Guy Blake, one of the original founders of 
the firm, still is on the job. 


Once a salesman has completed his lay out, the shipping room staff gets the orders packed for 
immediate delivery by common carrier. 
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An interior store view shows the self-service 
office supplies section of the modernized and 
expanded Wyoming Stationery Co. store. 


ore than 2,000 Casperites jammed the newly re- 
modeled store of Wyoming Stationery Co. for its 
recent grand opening. 

What they saw was a Henry Berry and Associates 
refurbishing that began at the outside front of the store 
and didn’t stop until it reached the back door. The 
store front has dark brown, relief lighted letters imposed 
on an eye-catching yellow background. Inside the store the 
visitors discovered, in addition to turquoise blue and coral 
decor and fluorescent lighting designed to highlight mer- 
chandise, a smoking lounge complete with easy chairs 
and davenport. The lounge is at the front of the store 
and adds a touch of hospitality which Ronald A. Cam- 
bell, president, expects to pay handsome dividends. 


Walls are lined with peg board for easy and rapid dis- 
play changes. All told, only 700 square feet of space was 
added to the store, but efficiencies in design make that 
700 the equivalent of 1500 square feet. 

Co-incident with the opening of the remodeled store, 
the company’s furniture division was moved into its own | 
headquarters. Office furniture formerly was displayed in) 
an upstairs room over the stationery store. Use of the new] 
space means four times as much display space is avail- 
able for the office furniture division. 

The open house found everything from portable type 
writers to pen and pencil sets being given away as special 
door prizes. In addition, free gifts were given to all persons § 
registering. 
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Stationery — gift wraps? You name 
it, it's here in the self-service portion of 
the Casper establishment. 


Pens and pencils? 
Certainly, they're here too 
in a section 

of their own. 


The smokers lounge, where the cares of shopping and 
tired feet can be forgotten for a few moments. Note 
the compelling use of pegboard shelf backings for 
heightening interest in displays. 





Dramatically effective in this simple display 

of modern office furniture, placed in a window alcove for 
greatest lighting potential. How pegboards are used 
on walls is illustrated. 
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Adults 


Homework Also 


The office in the home is receving increased acceptance 
TV-viewers on July 17th saw the office-den 
of Arlene Fancis, star of NBC-TVs “Home” show 


today. 


5 ike millions of other dynamic 
Americans, Arlene Francis, star of 
NBC-TV’s Home Show, finds herself 
bringing a lot of work from the studio 
to her New York Apartment .. . a 
fact that has important implications 
for office product manufacturers and 
dealers interested in an expanded 
market. 

With the bulging briefcase a con- 
stant companion of most business per- 
sonnel, potential sales of office furni- 
ture, equipment and accessories for the 
home appears unlimited. 


Have 





Arlene Francis, star of NBC-TV's “Home™, works in 


her office-den designed by Ken White Associates. The 
interior and office products were the subject of a 
film beamed coast to coast on the July 17 edition of 


“Home”. 


And when it comes to promoting of- 
fice furnishings to the home market, 
what better way to do it than with a 
woman whose name is synonymous 
with the word “home’’ to a national 
audience. 

This is the approach taken by in- 
dustrial designer, Ken White, and 
several of his friends in the industry 
who manufacture office equipment 
that is designed to be livable as well 
as functional. 

It all started when the Hardwood 
Plywood Institute named Miss Francis 





This office-den in Arlene Francis’ New York apartment was designed recently by Ken White 
Associates, Westwood, N. J. Walls are plywood walnut paneling and Koroseal (two each) with 





applied brass Idings on paneling to add a sense of order among the star's many pictures 


and mementos. “InterRelated” products used include a Jasper “color convertible" desk, Thomas 


“BlueChip" chairs, Hale “1000" series stacking bookcase units, Weber Costello “V.I.P." globe 
and Sainberg “Modern Classic’ desk accessories. 
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“Career Woman of the Year” and 
commissioned Ken White Associates to 
redesign the work space in her apatt- 
ment into a combination office-den — 
where she could work efficiently and 
which would be an attractive, com- 
fortable part of her in-town house. 

To obtain backgrounds equally suited 
to home and office, Ken White chose 
pre-finished walnut paneling for two 
walls and Koroseal in a white ‘“Nas- 
sau” pattern for the other two, thus 
combining the friendly warmth of a 
natural material with the contemporary 
elegance of a fine synthetic. 

“InteRelated’’ office furnishings and 
accessories were used for the working 
core of the office. Globe, bookcase, 
desk accessories and chair, all were 
keyed along with the desk to Miss 
Francis’ personality. 

With the refurnishing complete, 
NBC filmed the apartment interior, and 
with Miss Francis as narrator, beamed 
her beautifully furnished and designed 
office-den coast to coast on the July 
17, edition of ““Home’’. 

Miss Francis’ pride in her new work- 
ing area at home is heightened by the 
reaction of visitors to her apartment. 
She said that everyone who has seen 
Ken White's handling of the area “has 
immediately set about making evety 
effort to redecorate some part of his 
home or office in the same manner.” 

“I cannot tell you how grateful I 
am for the arrangement of this lovely 
room, which brought to life what was 
before the dreariest room in the apatt- 
ment.” 
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NOW-a TRIED and TRUE Seller 


in a 


NEW 


: NEW YORK SALESROOM 
Ww H 4 T E & WwW Y Cc K re] F F : 30 Rockefeller Plaza 
DISTINCTIVE WRITING PAPERS : CHICAGO SALESROOM 
HOLYOKE, MASSACHUSETTS : 1536 Merchandise Mart 
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NSOEA District Two Hits 
Peak Attendance Record 

All attendance records were shatter- 
ed at the annual meeting of District 2 
of the National Stationery and Office 
Equipment Association at Hotel Saga- 
more, Lake George, N. Y. 

The meeting heard speakers discuss 
everything from getting more mileage 
out of the telephone to office machine 
merchandising and new dimensions in 
wholesaling. Yet sessions were not so 
tightly scheduled that those attending 
were forced to forego utilization of 
the complete recreational facilities of- 
fered by the hotel and the area. 

Elected officers of District 2 for the 
coming year were George C. Mac- 
Greevey, G. C. MacGreevey Co., El- 
mira, governor, Alan Goldstein, Ro- 
chester Stationery Co., Rochester, first 
It. governor; Anthony Paul, Otto 
Ullbrich Co., Buffalo, second It. 
governor; Henry Martin, Martin 
Business Furniture, Albany; and Wil- 
liam Siebold, Heinrich-Siebold Sta- 
tionery Co., Inc., Rochester, treasurer. 
New president of the Empire State 
Travelers Club, Inc., is Herb Ross, 
Buffalo manufacturers’ representative. 

Delegates voted to hold the 1958 
meeting next June 13 and 14 at 
Scaroon Manor, Schroon Lake, N. Y. 





High-echelon Conference?  puring 
the NOFA regional meeting in New York City, 
this group got together for an informal dis- 
cussion. Pictured, left to right, are Samuel 
Newman, Stone-Newman Associates, New York 
City; NOFA president John E. Mossman, presi- 
dent of Desks, Inc., New York City; Frank B 
Puckett, Columbia Steel Equipment Co., Fort 
Washington, Pa.; William S. Hart, William S. 
Hart Office Furniture, Equipment and Sup- 
plies Co., Patchogue, N. Y.; and F. C. Sorensen, 
Regan Furniture Corp., New York City. 
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pocoscccooecs PRESSTIME NEWS cececcececce, 


National Letter Writing Week, scheduled for October 6 to 12, 1957, will 
mark the 20th anniversary of the event. The sponsoring stationery manv- 
facturing companies are offering newspaper mats free to any retailers mak- 
ing request to Paper Stationery and Tablet Manufacturers Association. 

x * + 

More than 350 exhibitors with 1,500 lines are anticipated at the Dallas 
Gift Show on September 1 to 5. Said to be the biggest display of all paper lines 
and accessory lines outside of New York, the show will be held at four sites 
— Baker Hotel, Santa Fe Gift Mart, Merchandise Mart and Memorial Audi- 
torium. 

Fs * c 

A fire on July 24 caused estimated damage of $35,000 to $45,000 at the 
Shelby Office Equipment Co., Shelbyville, Ky. Owner Frep HAUCK said ex- 
tensive damage was done to office equipment and supplies displayed on the ground 
floor. Furniture and personal belongings in the second-floor living quarters were 
destroyed also. 

% x 

Brand Names Week—1958 will be observed April 13 to 19, it was announc- 
ed by THomas F. O'NeIL, chairman of the board, RKO Teleradion Pictures, Inc. 
and chairman of the board of Brand Names Foundation, sponsors of the national 
promotion. The week is climaxed’ by a Brand Names Day Dinner on April 16 
to honor firms in 26 retailing classifications for “oustanding presentation of mak- 
ers’ brands to the public.” 

x * * 

The annual sales rally for all stationers in the area of the Baltimore, Richmond 
and Washington Stationers Associations will be held on Wednesday evening, Sept. 
18. Sponsored by the Penn-Mar-Va Travelers, the rally will he held at the Almas 
Temple, Washington, D. C. and will culminate with the award to the “Dealer 
Salesman of the Year’’ in that area. 

% * * 

President Louis H. HoELSCHER of Hoelscher’s Inc., Buffalo, N. Y., office 
supply and furniture dealer, announced the appointment of ANTHONY E, MAc- 
LAUGHLIN as sales manager. Mr. McLaughlin joined Hoelscher’s in 1945. Pre- 
viously he had been with the Columbia Ribbon & Carbon Co. 

* * * 


The sale of the Ideal System Co. by WILLIAM E. Nevis for a consideration 
in excess of $200,000 to MILTON FRIEDMAN and LEO PEARLSTON, Southern Cali- 
fornia industrialists, was announced. The company is a supplier for wholesale 
and retail stationers in the United States and Canada. 

* * * 

F. E. KoNeEvAL has announced his resignation from Jaymac Systems, Cleve- 
land, to form Koneval Business Systems in the same city. The firm will special- 
ize in designing, printing and installing business forms. 

* * * 

A quintette of “Writing Ambassadresses”, five attractive school teachers un- 
der the sponsorship of Paper Mate Co., will visit mayors of 46 major U. S. cities 
and appear on local radio-TV shows to drum up handwriting interest for the 
back-to-school period. This teacher caravan will spearhead a drive to influence 
parents to promote better legibility and better all-round writing education in the 
home. 

* co * 

Dates for the Boston Gift Show are September 9 through 13 with show 
hours from 9 a.m. to 6 p.m. on the first four days and 9 a.m. to noon on the 
final day. The event will be held at the Hotel Statler. 

* * Ps 

The Vail Manufacturing Co., makers of office and industrial stapling and 
tacking equipment, has been purchased by Trrus A. HAFFA, Chicago Industrialist. 
The company will continue to manufacture the complete line of pins, clips, sta- 
ples, fasteners and stapling machines, Mr. Haffa will serve as president and EDw. 
J. RYAN will be executive vice president. 
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District One Meeting 
Held In Connecticut 

The Griswold, a resort hotel in 
Groton, Conn., was the scene of the 
NSOEA District 1 meeting during the 
last week in June. 

The meeting was held over four 
days with business sessions in the 
mornings only. The time from 2 p.m. 


to dinner was used for golf, tennis, 
swimming or just plain “sunning.” 
James Watson, James Watson As- 
sociates, a well-received speaker at last 
year’s national convention, told the 
group at Groton the importance of 
“Executive Conduct in Business.” John 
B. Dwyer, vice president—field divi- 
sion, NSOEA and Richard D. Frank, 
executive assistant to the president of 


the New York, New Haven and Hart- 
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ae AUDITOR’S PEN #F-460 
& Penal Available in 5” Pocket-Purse Size #F-450 


* Bookkeepers, Auditors, 
Accountants, and clerks all 
applaud the LINDY Audi- 
tor’s Pen with the fine 
writing point—now avail- 
able in 8 colors. 

® Perfect balance insures no 
writing fatigue. 


*Giant Ink Supply writes 
two to three times longer 
than ordinary ball point 
pen cartridges. 
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Ink Meets 


Permanent 
Non-transferable 
Non-Smudging 


RED * BLACK 
LAVENDER * GREEN 
YELLOW-GOLD * BLUE 
TURQUOISE * BROWN 


The Color of the 
Pen is the Color 
of the Ink 


UNCONDITIONALLY GUARANTEED 


Manufactured by 


Lindy PEN CO., INC. 


Culver City, Calif., U.S.A. 


U. S. Govt. Spec TT-1-562 









Write for your Free Sample *F-460 LINDY Auditor's 
1 Pen Dept. S—LINDY SALES CO., 9601 W. Jefferson 


| Bivd., Culver City, Calif., U.S.A. 
' 
: Company 


“Get It From 
Your Wholesaler” 





' 
Smooth, Fine Writing Point. 4 Address 
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The new governor's advisory board — Dis. 
trict 1, NSOEA held its first meeting during 
the convention in Groton. Seated at thi: 
executive conference are left to right, Ray 
Scheppach, Nat Blish, William Pape, Gover. 
nor Bob Slate, James Hayes, Philip Rooney and 
Harley Lewis. 


ford Railroad, spoke in addition to the 
President's Troupe. 

Robert I. Slate, Bob Slate, Sta- 
tioner, Cambridge, Mass., was elected 
as governor of District 1 for the 
coming year. Selected to serve with him 
are William G. Pape, Adkins Printing 
Co., New Britain, Conn. — first It. 
Governor; James Hayes, Blake & Reb- 
han Co., Boston, — second It. gover- 
nor and Harley J. Lewis, Wards Sta- 
tioners, Boston — secretary-treasurer. 





Bob Slate, left, accepts the congratulations of 
Ray Scheppach, retiring governor of NSOEA 
District 1, following his election as Schep- 
pach's successor. 





John Dwyer, vice president — field division, 
NSOEA, responds, during the banquet festivi- 
ties at the District 1 meeting, to an invite- 
tion to stand and show his plaid cumberbund. 
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olivetti 


olivetti 


Quite a few Olivetti portables are going to high school and college these days. 
Alert dealers are discovering the full-profit possibilities in the lightweight 
Lettera 22 and the larger Studio 44, for (Spring) Graduation promotion, for 
(Fall) Back-to-School promotion, and for consistent year-round selling, backed 
by Olivetti’s consistent year-round advertising (more Olivetti advertising than 
ever before). Increased dealer discounts add to this worthwhile profit-oppor- 
tunity. Are you in on it? 


olivetti 


To learn how you can start 
cashing in on the growing 
demand for Olivetti portable 
typewriters and hand adding 
machines, write to Olivetti 
Sales Corporation, Portable 
Division, 584 Fifth Avenue, 
New York 36, N. Y. 
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Final NSOEA Regional 
Held in Third District 

The 1957 schedule of region meet- 
ings for the 14 NSOEA districts was 
completed when stationers and of- 
fice equipment dealers from District 
3 met in Atlantic City. 

Retiring governor Paul Steever cul- 
minated his second term in the office 
with an active meeting which included 
several outstanding ‘‘outside’’ speakers 


in addition to the Presidential Troupe. 

Mortimer H. Chute, president of 
the Wholesale Stationers Association, 
told the delegates about the “New 
Dimensions in Wholesaling.” Mr. 
Chute is president of Bainbridge, 
Kimpton & Haupt, Inc., New York 
City. 

Other featured speakers included 
Fred S. Smart, manager of the Sta- 
tionery & Office Equipment Guild of 
Canada, who redefined some of the 
goals and methods of the industry, and 















NEW FURNITURE, HOME 
FURNISHINGS, STORE 
AND OFFICE EQUIPMENT 
Whether you are a manu- 


facturer, dealer or user . 
you can cut unnecessary cost! 





cf ‘ 5 oe 





HOW NORTH AMERICAN 
CRESTON DIVISION DOES IT 


North®American 


VAN LINES. Inc. 





UNCRATED new merchandise is 
loaded directly into clean, padded 
vans and transported to your destina- 
tion when specified. Careful handling 
is assured because Creston Division 
is 100% liable for safe delivery of 
your merchandise. Get the FACTS. 
Write for folder and case histories .. . 


PADDED VANS 
OF 


North American 
Van Lines, Inc. 


- CRESTON 
DIVISION 


HOW YOU SAVE MONEY 


SAVE... 
aa 
SAVE... 
SAVE... 
SAVE .. . local drayage 
SAVE . . . uncrating labor 
SAVE... excess space 
SAVE . . . crate disposal 
SAVE ... time 


crate materials 
crating labor 
crate weight 
excess handling 
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Gentlemen: Date | 
RUSH FACTS FOLDER & CASE HISTORIES | 

| 

NAME | 
ADDRESS ——- | 
CITY STATE | 











F, L. Teuton of the U. S. Departmeng 
of Agriculture. 

Five associate groups — Philadel. 
phia Stationers Association, Washing. 
ton Stationers Association, Richmond 





All lined up for a family photo are the new 
officers of District 3 — NSOEA. Left to right 
are: Mike Runnels — first It. governor; Irving 
A. Roth — second It. governor; John Link, Jr, 
— secretary-treasurer; and John A. Busch — 
governor. 


Stationers Association, Baltimore Sta- 
tioners Association and the Stationers 
Association of Western Pennsylvania 
—presented 25-year membership pins 
and certificates to 16 members of the 
Penn-Mar-Va Travelers Club. 

Elected to the position of governor 
of the Third District was John Busch, 
Baltimore Stationery Co., Baltimore. 
Other officers for the coming year in- 
clude: Mike Runnels, Commercial Of- 
fice Furniture Co., Washington, D. C. 

- First Lt. Governor; Irving Roth, 
Roth Brothers, Philadelphia — Second 
Lt. Governor; and John Link, Jr. 
Lucas Brothers, Baltimore — secretary- 
treasurer. 

Ed St. George, Media, Pa., was 
selected to head the Penn-Mar-Va 
Travelers Club for 1957-1958. Elected 
to serve with him were: Robert L. 
Johnson — first vice president; Perle 
Covey — second vice president; Joseph 
W. McCormick — secretary; and Rose 
Cushman — treasurer. 





NSOEA District 3 activities for the coming 
year appear in good hands as the new presi- 
dent of the Penn-Mar-Va Travelers Club, Ed. 
St. George, left, and John Busch, the new 


district governor, exchange congratulations 
during the regional meeting in Atlantic City. 
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VE NUS1 


Longer Performance ball pen 


Venus Refill wries months longer,..see the difference! 
ANY - 


i 
KDAAA A Ba & Be 


Venus Longer Performance Pen 
Slim Style has patented VENUS Jumbo 


Refill. Holds more ink . . . writes 5 times 
longer than refill used in average ball 
pen. Magic ink control for smudge-free, 
continuous writing. Packed 1 dozen on 
a colorful display card. Assorted new 
high-style colors. Retail price: $1 each. 
(Order Style 2-24.) 
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Venus Autograph Fountain Pen 
Only $1 luxury pen with fully hooded 
point . . . patented ink control, for 
instant even-flow writing. Slim modern 
styling. Looks and performs like an 
expensive pen. Choice of three points 
—fine, medium, broad. Packed 1 dozen 
on display card. Assorted colors. Retail 
price: $1 each. (Order Style A-54.) 


trademark of fine craftsmanship in pencils and pens 


3 NEW VENUS *1 PEN STYLES 


cover all your customers’ writing needs 





you'll wrte your bet with « 


WVENUs1. 


Venus Replaceable Point Fountain Pen 
New Slim Style. Perfect for students 
and stenographers. Lets you choose the 
point that writes like you .. . broad, 
medium, fine, extra-fine. Smoother 
writing Tempalloy point .. . replaceable 
in seconds. Packed 1 dozen on display 
card. Assorted colors and points. Retail 
price: $1 each. (Order Style A-55.) 


oS 
America’s outstanding $1 pen values \ K N L Ss Order from your jobber today. 


Venus Pen & Pencil Corporation, Hoboken, N. J. 
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for more profit 
in your store... 








YES ... there’s room 
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SAGINAW 
CHIEF 


EQUIPMENT 
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Because more profits from increased sales result 
when display space is used more efficiently, insist 
on SAGINAW CHIEF equipment when modernizing 
or expanding. 

Engineered to take maximum advantage of exist- 


ing store space, durable SAGINAW CHIEF steel 
equipment provides the extra room needed for more 
profits . economically . . . and in modern, 
customer-pleasing color and design. 

Learn how easily and inexpensively waste space 
can be turned to profit by writing for a free, illus- 


trated copy of “THE CHIEF REASON FOR INCREASED 
SALES.” 


A Division of Saginaw Industries 
2119 S. Jefferson * Saginaw, Michigan 
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Write for catalog, 
prices. Buy from your 








nearby jobber. 
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NOVELTY “CO., INC. 
52-54-56 MILLER ST., 














SENECA FALLS 6, N.Y. 
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Maryland Firm Expands 

A recent move by Rockville St). 
tionery Inc. from 18 Park Lane 
Rockville, Md., to 115 North Wash, 
ington Street resulted in expansion 
of the store area from 1,200 square 
feet to over 3,000 square feet. 

The store, which opened two years 
ago in the suburban Washington 
community, has added several new ( 
lines as a result of the move — bygj. 
ness machines, wood office furniture 
and a book department. 

The staff has increased from two 
at the opening in 1955 to six persons 
in the new location. 


Oxford Filing Supply 
Retains Ken White 

The Oxford Filing Supply Co. has 
retained Ken White Associates to 
undertake extensive research cover. 
ing all aspects of the company’s vis- 
ual selling program. 

According to William I. Thomp- 
son, Oxford sales manager, the study 
is part of a reassessment of the firm's 
visual “personality” from packaging 
through dealer franchise identifica- 
tion, letterheads, catalogs and vari- 
ous other related materials. 


Jaffe Organizes Own Firm 

Leon Jaffe, for the past five years 
vice president and sales manager of 
Sainberg & Co., Inc. New York 
manufacturers of leather desk accessor | 
ies, has resigned to represent the fiem 
as a manufacturers representative on 
the Pacific coast. In association with 
Ben H. Siegel, Mr. Jaffe will head- 
quarter at 1206 S. Maple, Los Angeles, 
Calif. 



















First NOFA 
Head Dies 

Moe Turman, president of Metwood 
Office Equipment Corp., New York 
City, died recently after a month's 
illness. 

Mr. Turman was an organizer of tht 
National Office Furniture Association) 
in 1947 and served as the first presi 
dent for four years. He was elected) 
as the honorary chairman at NOFA’s 
national convention in New Orleans 
last March. 

He also had organized and was 
first president of the Office Equip 
ment Dealers of New York. Mr. Tut- 
man was 60 years old. 
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a great new gift idea 
from Globe -Wernicke 


Guard-X = the greeting card record -keeper 


~ 
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a 
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FOR (79): YEARS, MANUFACTURERS OF THE WORLD'S FINEST BUSINESS EQUIPMENT, SYSTEMS AND FILING SUPPLIES 
-\ . 


MA 


Smart, plastic desk accessory 
(in choice of red, green or ebony) 
contains 100 greeting card records 
covering 20 yr. period, 


together with 


alphabetical indexes. 


(Additional card 

sets of 100, 
nominally 
priced.) 





t Pay oe 




















Your customers will welcome this great new gift idea from Globe- 
Wernicke, for everybody needs a systematic method of keeping card lists 
up to date. Besides keeping a 20-year Christmas card record on front of 
card, reverse may be used for birthdates, anniversaries, gift record. 
Also serves as a year-round address list. 

Handsome as it is useful, the greeting card record keeper makes 
both a perfect home and office gift. In fact, your business-firm customers 
will want to place quantity orders! Stock up on a supply . . . the hottest 
gift item at its price in Santa’s pack! 


@ Packed in smart, colorful box—ready for gifting! 

® Free point-of-sale display, designed especially for 
attachment to greeting-card rack; plus free news- 
paper mats to bring in more sales! 

@ Generous dealer discount for quantity orders 





GLOBE-WERNICKE 


® 


CINCINNATI 12, OHIO 


- - = for more details circle 126 on last page 





EE ene a he eck $e RS 


New Greeting Card Line 
Developed by Trio 

A book and card shop owner, a 
young mother of four children and a 
dapper ex-musician have teamed up 
with an Ohio greeting card manufac- 
turer to introduce a new concept in 
greeting cards — studio cards with 
broad family appeal. 

The cards, to be known as the 
Melody Line, all feature a gremlin- 
type cartoon character named Ad-Lib 
in a humorous twist on an all-time 
favorite song title. They are the brain- 
child of a trio of Fairfield county, 
Conn., residents — Mrs. Elizabeth 
Lucas, owner of The Bookshelf, Inc., 
Darien; Mrs. Lee Adorney, Greenwich 
matron, and F. W. Wiggin, one-time 
band leader and airplane pilot. 

Mr. Wiggin saw in the trend toward 
revival of songs popular in_ the 
twenties and thirties a chance to capi- 
talize on the current studio card craze. 
He got Mrs. Lucas to be a co-producer 
for his idea, and together they talked 





Toughest board of acceptance any greeting 
card idea ever had to face is this trio which 
conceived the idea of the new Melody Line 
of cards, which feature captions of all-time 
favorite sons and a cartoon character named 
Ad-Lib. Mrs. Lee Adorney (left) shows a sketch 
to F. W. Wiggin and Mrs. Elizabeth Lucas in 
Mrs. Lucas’ shop, The Bookshelf, Inc., Darien, 
Conn. The cards are being distributed noa- 
tionally by Stanley Greetings, Inc. 


Mrs. Adorney into coming out of a 
nine-year retirement — self-imposed 
since before the birth of her first child 
— to do the art work. 

A Stanley Greetings, Inc., represen- 
tative discovered the cards and a two- 





year company search for a smart, mod. 
ern-looking card which would ap 
to all members of the family and fe 
in good taste was ended. To date 
Mrs. Adorney has worked up 36 dif. 
ferent designs for birthday, anniver. 
sary, friendship, birth congratulations 
and get well cards. Several more age 
on the drawing boards. 

Currently printed in black and 
white, the cards achieve the special 
effects given by the artists’s crayon 
through use of a half tone rather than 
a line cut for reproduction. 


Los Angeles Stationers 
Acquire Equipment Firm 

Louis and Seymour Polonsky, oo. 
partners of Atlas Stationers, Los 
Angeles, Calif., announced that they 
have acquired the firm name, good. 
will and assets of the Atlas Desk and 
Safe Co. 

The Atlas Desk and Safe Co., an 
established name in the furniture and 
equipment field, will operate as a 
wholly owned subsidiary of the sta- 
tionery firm. 








— 


PACKAGED 





PURE RUBBER BANDS 


NEW FAMILY OF BOXES 





s 


a 
Highest quality Pure Rubber floating stock—high count per pound .."~----——-™ 


sold only through recognized wholesalers 


PLYMOUTH RUBBER COMPANY, INC. 


since 1896 


CANTON, MASSACHUSETTS 


(16/ctn) 
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The distinctive styling of Pedestal Model 
A New Swing-Arm Pedestal Model 1086 shown at left adds a note of good taste 
. to the executive office or reception room. 
Now Dazor gives you a matched set of lamps that you can recom- Like its decorative companion, Desk Model 
mend for any fine office. The arms of the Desk and Pedestal Models 1056, above, it provides soft indirect lighting. 
swing completely around, permitting the user to place the light in the 
preferred position. The arm can be raised or lowered on the pedestal 
of the floor lamp. All three in this group combine indirect lighting 
with high style. And they'll all sell for the swing to Dazor is on. 
Air-Cooled for Comfort and Safety 
Another feature of the new Dazors is the Air-Cooled Reflector—safe 
“ and comfortable to touch even after long use. There’s no risk to the 
; user while changing the position of the light source. Full informa- 
tion on the lamps is available from your Authorized Dazor Dis- 
tributor. If you need his name, write to Dazor Manufacturing Corp., 
as 4481-99 Duncan Avenue, St. Louis 10, Missouri. In Canada address 
‘ed Amalgamated Electric Corporation Ltd., Toronto 6, Ontario. 
Simplicity of design and restful lighting are 
ONLY QUALITY FIXTURES COME FROM characteristics of this Dazor Model 1055. 
THE MAKERS OF 
J 
) TING L A The standard finish of all three lamps is 
A ZOR FLO A Bee Ps frost-green baked enamel over bonderizing, 
combined with brass; optional colors: frost- 
tan, statuary-bronze, gray or ebony over bond- 
ont pe? FLUORESCENT and INCANDESCENT erizing, combined with brass. 
R, 1957 - - = for more details circle 117 on last page 








Second New York 


OFFUREPS Show 





Bert Ebert, left, York Safe & Lock Co., and 
Denny Gains, Anderson-Hickey Co. are pic- 
tured in a moment of conversation during the 
office furniture show sponsored by the 
Offureps Club of New York, Inc. 





Gathered together for this picture are several 
delegations at the OFFUREPS office furniture 
show in New York City. Left to right are 
Joseph Pritchard, Wells Chair Corp.; C. C. 
Penske, Meilink Steel Safe Co.; David Kohan- 
sky, Aetna Safe Co.; Sid Adlin, Adlin's Sta- 
tionery, Jersey City, N. J.; Monroe Heide, 
Aetna Safe Co.; Nat R. Chofnas, Aetna Safe 
Co.; and Bob Goss, H-O-N Co. 





Office furniture was displayed in the New 
York Trade Show Building during the second 
annual OFFUREPS Office Furniture Show in 
May. 


Nearly 100 displays of office furni- 
ture and equipment drew 1,250 dealers 
and dealers’ salesmen to the second 
annual New York OFFUREPS office 
furniture show. 

With attendance up from last year's 
show, the exhibit this year was held at 
the N. Y. Trade Show building. The 
Offureps Club, founded in 1955, is an 
organization of office furniture manu- 
facturers’ representatives in the New 
York area. 
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Christmas Card Gree 


Displays Christmas cards in the home neatly 
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Here is the most compact and dramatic way for 
your customers to show off all the cards they re- 
ceive in little more space than a picture on the wall. 
Heavy, green paper tree unfolds as cards arrive, 
holds from 25 to over 100 cards. Makes an impres- 
sive display in your department. A perfect "impulse 


sale’ item with excellent mail order possibilities. 


Retail, 1.25 


(Crete Smith we 


EMPIRE STATE BUILDING, NEW YORK I, 
32 EAST UNION STREET, PASADENA, on 


OTHER SHOWROOMS 
G. J. EBERHARDT, I5I9A Merchandise Mart, Chicago 
ALFRED A. WEST, 100 Merchandise Mart, Dallas 
SEE OUR MANY NEW CHRISTMAS ITEMS AT: 
Allied Gift & Jewelry Show, Dallas 
Boston Gift Show, Booth 39, Hotel Statler 
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TO STATIONERY BUYERS EVERYWHERE 
PALE IGS? 







IT'S A BIG SHOW 


More than 350 Exhibitors with 
the TOP LINES of American and 
Import Goods 


IT’S A COMPLETE MARKET 


More than 350 Exhibitors displaying 
more than 1500 lines of the finest 
ew Gift Merchandise in all Categories. 
TOP LINES in the 
LARGEST DISPLAY of the 
BIGGEST SHOW 


THE fall DALLAS GIFT SHOW will present to 
BUYERS the largest collection of beautiful, prac- 
tical GIFTWARES ever assembled in the South- 
west... 


FOR YOUR CONVENIENCE .. . FOR YOUR BETTER BUSINESS 
FOR YOUR COMPLETE SHOPPING NEEDS 


IT’S A BIG SHOW .. . SHOP IT 









x BAKER HOTEL 





IT’S A MUST ON YOUR SHOPPING LISTS .. It’s all in the new DALLAS MEMORIAL 


AUDITORIUM EXHIBITS. ... 








% SANTA FE GIFT MART 
% MERCHANDISE MART 
% MEMORIAL AUDITORIUM 


A FOUR STAR MARKET 


THE STATIONERY SECTION of the original DALLAS Gift Show is the biggest display 
of all paper lines and accessory lines held in the United States outside of New York. 






SEPTEMBER 1-5 


DALLAS 
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THEY'LL BUY 
BOSTONetle 


Pencil Sharpeners 


red—yellow— pink 
Newest, smartest sharpener for home and office 


e they’? STOP—the brilliant 
self-merchandising package is 
a traffic-stopper 

e@ they'll WANT it—it’s beau- 
tiful, modern, decorative, 
strong, practical and inex- 
pensive 


they’ll BUY it—on the spot 


they’lIl TALK about it— 
mounts upright or on wall— 
has famous Speed Cutters— 
Guaranteed one year. 


ORDER NOW 





C. HOWARD H U NT 
PEN CO. 


CAMDEN 1, N. J. 





Also manufacturers of SPEEDBALL 
pens and products 
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New York Stationery Show 
Acclaimed Biggest Ever 


Over 4,600 buyers of stationery and 
allied stationers’ products were in at- 





John Fisk, left, and Mark Hanna, right, of the 
All-Rite Pen Co., along with Harold Gar- 
field, Garfield Corp., New York, stop their 
their 


discussion for a moment and turn 
smiles toward the camera. 





Willy Jotto, right, presents a sample of the 
new game to Miss Edna Nilius, J. N. Adam 
Co., Buffalo, N. Y. Watching at the left is P. 
Koppelman of the Independent Retailers Syndi- 
cate, New York. 





©. Kramer, OK Plastic Center, Philadelphia, 


comments on the line of social stationery 
displayed at the National Artcrafts, Inc. booth 
to National vice president Raiph P. Betker. 


48 


tendance during the 1957 New York 
Stationery Show, which was held at the 
Hotel New Yorker during the latter 
part of May. 

The 11th annual show thus topped 
the previous attendance record of 
4,306, set in 1956, according to spokes. 
men for the show. 

A new group of over 40 lines of 
Christmas decorations and boutiques 
advanced the number of lines and 
manufacturers represented at the show 
to almost 500. 

Dates for the 1958 affair were ap. 
nounced as May 18 through 23. 





The New York Stationery Show drew an in- 
ternational crowd. Here Lewis A. Kingsley, 
center, Kingsley Stamping Machine Co., es- 


corts Dick and Bill De Witt of De Witt 
Brothers, Aruba, Netherlands West Indies, 
around the Kingsley display. 


Celusta Leaves Field 
George R. Cel- 


usta, executive 
vice president and 
general manager 
of the A & E 
Supply Co, 
Duluth, Minn., 
resigned recently 


to become §as- 
sociated with the 
Connecticut Gen- 
eral Life Insurance Co. in the estate 
planning division of their Duluth area 
of fice. 

Mr. Celusta had been affiliated with 
the office supply and equipment busi- 
ness in Duluth for 11 years. His activ 
ties within the industry included serv- 
ing on the governor's board of the 
Seventh District — NSOEA. 





Celustra 
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Today’s best one-time carbon 
Snap-a-Parts are Hano Multi- 
Snaps, Special and Custom 
Snaps plus Standard sets, in- 
cluding meter tickets, invoices, 
repair and purchase orders, etc. 


Today’s market for Tab systems 
demands trouble-free forms. 
Hano Litho-Tab with better 
rs and more sensitive car- 

ns are the answer. 





More than 20 Standard body For hand-written records, Hano 
forms and a low cost, semi- 
custom (Han-o-Sav) list plus 
comprehensive Custom Register 
lists with all standard punching 
lets you sell every user the “just 


right” form. 


“Universal Throw” Refolder 
Registers in four popular widths, 
electric or manual; all-alumi- 
num Portable registers and 
pocket-size Porta-Paks, plus 
cash drawer units. 


Hane dealers make profits! 


Because . . . with the Hano line you can always 
sell the right form at the right price and deliver 
at the right time. This is a Hano combination 
(which includes top quality, of course) that 
insures repeat orders . . . and profits. Get the 
facts . . . then judge for yourself. Plan now to 
see Hano at the NSOEA Chicago Show or the 
New York National Business Show. 






New! Ask for your copy of 
*‘Business Form Profits with 
Hano.” Dealerships open in 
South, Southwest and Midwest. 


MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: | Warehouse and Branch Plant 
HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS 
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THE DESK WITH 


FEATURES THAT 
OFFICE PEOPLE 
HAVE 


ALWAYS 
WANTED! 






® Tilt-back follower . . 
with expanding front 


provides “V” work 

space. 
e “Vv” - EXPANDING ® 4 inches more drawes 
Drawer with adjust- filing space, with Sus- 


able front tension — 
exclusive with drawers . .. full ca- 
NORTHWEST. pacity 27”. 


Plus attractive satin chrome hardware . . . lock in 
center drawer locks all drawers with one key .. . 
combination finishes . . . standard colors — gray 
and green -—— popular pastel shades available . . . 
and cigarette and alcohol proof high pressure 
laminated or linoleum top. 

And, it’s available in ALL styles and SIZES. 
Here is a desk that you will find has an immediate 
acceptance with all your customers. You have only 
to show it to sell it. Ask us for complete 4etails, 
prices and discounts NOW. 


20% MORE FILING 
SPACE WITH “V” EX- 
PANDING FILES ... AN 
OPEN DOOR TO SALES 
YOU'RE NOW MISSING! 


pension Slide on ali 






It’s like an extra file drawer you're 
offering customers with any 
NORTHWEST “V” EXPAND- 
ING File . . . the 5 drawer shown 
here provides the usable filing ca- 
pacity of 6 rigid front drawers. 
This saving of valuable floor space 
fully meets today’s business de- 
mands in the face of high building 
costs. That’s not all — NORTH- 
WEST “V” EXPANDING Files 
incorporate features of maximum 
efficiency and convenience — plus the original economy 
of fewer files to do the job in any office. Let us tell you 
the complete story of ““V” EXPANDING Files (all sizes 
to equip any type office) . . . write for new catalog— 
357, prices and discounts today. 


Visit us in room 617 Conrad Hilton, at NSOEA. 


NW 


NORTHWEST 


METAL PRODUCTS CO. 
1337 E. Mason St. @ Green Bay, Wis 
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Pictured are a group of dealers and their representatives from Michigan, Minnesota and 
Wisconsin who attended a sales conference of the Globe-Wernicke Co. in Cincinnati. In addition 
to tours of the manufacturing of the company's Steel and Paper Divisions, the visitors also 
witsessed demonstrations of leading G/W products. Sitting, left to right: Bill Aylward, G/W; 
Paul D. Snyder, St. Paul, Minn.; Dick Spangenberg, Neenah, Wisc.; Bert Rowley, LaCrosse, Wisc.; 
R. H. Hammer, G/W President; Willard Dickerson, Sioux Falls, S. D.; Bill Hoefs, Beaver Dam, 
Wisc.; John Homer, G/W; Mrs. Chet Racine and Chet Racine, Green Bay, Wisc. 

Second row, standing left to right: Elmer G. Rahe, G/W Vice President-Sales; Howard Berry, G/W; 
E. S. Woodford, Elkhorn, Wisc.; Richard Witte, Cincinnati, Ohio; Jim Bronson, Oshkosh, Wisc.; A. 
W. Goller, Milwaukee, Wisc.; Bill Hoefs, Jr., Beaver Dam, Wisc.; George Chappell, Milwaukee, 
Wisc.; Bob Baker, Racine, Wisc.; Otis L. Block, Bowling Green, Ohio; Donald W. Mueller, Milwau- 
kee, Wisc.; Hal Dearwester, G/W; and Bob Sprott, G/W. 


Third row, standing left to right: Paul Stanley, G/W; Bob Linehan, G/W; Earl Bradley, Cincinnati, 
Ohio; Jerry Capistrant, St. Paul, Minn.; Rudy Fuske, Madison, Wisc.; J. M. (Matt) Howie, Sault 
Ste. Marie, Mich.; Ken Jensen, Wausau, Wisc.; Roger Hassinger, Redwood Falls, Minn.; Jim 
Brown, Waseca, Minn.; Bob Stelzer, Manitowoc, Wisc.; Laverne Tebbe, Minneapolis, Minn.; 
Joseph Augustine, Milwaukee, Wisc.; and Elmer Glasmeier, G/W. 












The spiral that means 


(olontal 


good business! 


Ivory 


Lemon 


\ 
Turquoise x 
ns . IN THE MOST 
Green . BEAUTIFUL COLORS 
Emeraid 
Geesin ‘ KNOWN TO CANDLES. 
Old Rosé » 
Red ~. ° . 
Light Pink > Real beauty, smart design, magnifi- 
Black : ® cent colors — a rare combination 
and an accurate description of these 
twisted Colonial Candles. 
Feature popular 13/2” Spiralites, 


the candle with real decorator 
appeal. Also available in 51/2", 71/2” 
and 91/4.” lengths. 





Send for new catalog 


LEE aa 


Colonial Candle(o. of Cape (od, Inc. 


HYANNIS, MASSACHUSETTS 


Double Attraction 

Arrangements committee for the 
1958 convention of National Office 
Furniture Association already had start. 
ed beating the drums for attendance, 

They have a whopping big attend. 
ance mark at which to shoot—there 
were 3,300 at the New Orleans NOFA 
convention in March—but they hope 
that the attraction of the new Sheraton 
Hotel in Philadelphia plus the sched. 
uling of a number of special events 
at nearby Atlantic City, offered both 
social and recreational opportunities, 
will serve as heavy drawing cards, 


Big School Campaign 

Most far-reaching school opening 
promotional campaign in the 99-year 
history of Esterbrook Pen Co. is sched. 
uled for September. 

The campaign features a premium 
offer of personalized stationery and a 
teacher sampling plan, along with oth- 
er dealer tie-ins. A strong supporting 
advertising campaign employing na- 
tional magazines during the back-to- 
school trek also is scheduled. 


Ferrell Opens Branch 

Opening of its first branch store, 
in Arlington, Tex., August 15, has 
been announced by Ferrell Office 
Supply Co., Dallas, Texas. 


Olivetti participation in the first U. S. World 
Trade Fair proved highly successful, according 
to officials of the Olivetti Corp. of America. 
Heavy traffic was recorded at the Olivetti 
booth which exhibited the history of writing. 
In the foreground is a Tetractys printing cal- 
culator against a panel showing a late Middle 
Ages Italian Manuscript. In the background 
three Olivetti machines stand against a fe 
production of 9th century B.C. Hittite hiero 





Ta 
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“| Take Full Advantage of the Latin American Market! 
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the one and only 
stationery and 

office equipment 
Buyer’s Guide in 


Latin America 


store, 
5, has 
Office 


North America exports to Latin America are now annually in excess of 3 billion dollars and 
growing every year. 


The stationery and office equipment sales to the Latin American countries are already 
very substantial and are growing annually. 


EFECTOS de ESCRITORIO, the only where-to-buy-it directory for the South American 
trade, offers you a most inexpensive medium through which to inaugurate or expand your 
activities in this great and growing market. 


We offer counsel on selling the Latin American market, translation services, direct mail 
assistance and other merchandising helps. 


For full information, talk to one of our representatives by contacting the DPC office near- 
est you. 





Davidson Publishing Company (dpc) 


3. World 
ccording 
—a NEW YORK 1, NEW YORK .......00000000... 250 FIFTH AVENUE ................ ........MURRAY HILL 3-4723 
1 
writing. RRND Be TRIB vnccccecce-c.ss....-....<.. 221 NORTH LoSALLE STREET _.....................- CENTRAL 6-1600 
i I. 
eae LOS ANGELES 34, CALIFORNIA _..... 3137 KELTON AVENUE ........... stints BRADSHAW 2-1456 
a SAN FRANCISCO 5, CALIFORNIA ............ 274 MONADNOCK BUILDING ................ sea oiee YUKON 2-3029 
e hiero- DULUTH 2, MIREEIOTA ..................,..... 405 EAST SUPERIOR STREET ............ eee RANDOLPH 7-2963 
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Employees Become Bosses 

In Fort Worth Company 
Employees have become bosses at 

the Fort Worth, Texas, office supply 

and office furniture firm of E. R. 





New officers of the Fort Worth office supply 
and office furniture firm of E. R. Conner & 
Co. following a stock purchase by employees 
of the firm are (left to right) W. E. Maddock, 
president; Bill Pollard, vice president; Walt 
Maddock, Jr., secretary-treasurer; and Jess 
Boswell, vice president. 


Conner & Co., the city’s second oldest 
business institution. 

Founded by the late H. N. Connor 
in 1877, at which time the firm shared 
a 25-foot front two story building 
with a jewelry firm, the firm was 


headed after his death by a son, E. R. 
Conner. The younger Connor died in 
1937, and shortly thereafter the firm 
was taken over by H. B. Ransom and 
F. E. Berry. Mr. Berry was president 
and general manager. 

Now the stock has been purchased 
by a group of employees headed by 
W. E. Maddock, an employee of the 
firm since 1944 and a veteran of 38 
years in the office equipment field. 
He got his start as office manager of 
the Globe-Gazette Printing Co., Fargo, 
N. D., in 1919. 

Serving with him as officers of the 
80-year-old firm will be Walt Mad- 
dock, Jr., secretary and treasurer; Jess 
Boswell and Bill Pollard, vice presi- 
dents; Art Hubbard, director and ad- 
vertising manager; Buster Yates, di- 
rector and office machines manager; 
Sam Permenter, office equipment con- 
sultant, and Joe Williams, director. 

The Connor firm, which entered 
upon a new era of expansion in lines 
and service when it moved to its pres- 
ent store at 13th and Houston in 1951, 
has recently added a special depart- 


ment handling electric and standard 
typewriters and office machines, 


England Sets Dates 
For Stationery Show 

Fourth annual stationery trade fair 
to be held under sponsorship of the 
Stationers’ Association of Great Britain 
and Ireland is scheduled for Jan 
27-31 in the Great Hall of Alexandra 
Palace. 

The palace recently has becn com. 
pletely refitted and opened again as 
an exhibition center. Its area of 50,000 
square feet will make possible hold- 
ing of the largest independent exhi- 
bition devoted to stationery ever held 
in England. All exhibitors not only 
will be housed under one roof, but 
also on one floor. Complete catering 
arrangements also are available at the 
palace. 


Toronto Official Dies 

Sudden death has claimed Lt. Col, 
John Howland Chipman, president 
and general manager of Brown Broth- 
ers, Ltd., Toronto stationery firm. 
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4415 
Waterproof Black 


The International 
Standard of Excellence 
For general use. 












© HiGGins 


atayrot 







4435 
Waterproof Acetate Black 


For use on plastic film 
and water-repellent 
drafting surfaces. 





4425 
Non-Waterproof Black 
For fine line work 
and washes. 


Removable from plastic 
film by water. 


Waterproof Super Black 
A high intensity ink 
for art work with 
brush and pen. 


HIGGINS 








The basic 
art medium 


Since 1880 


WITH THE QUALITY AND PERFORMANCE 
ONLY THE NAME HIGGINS CAN ASSURE! 


You've sold 4415 and 4425, now sell 
4435 and 4445 and supply the complete 
answer to modern graphic needs. Made 
in the same tradition, they guarantee 
the same customer preference with a 
repeat sales and assured, 
increasing demand. 


HIGGINS | 


INK CO, INC. 


271 Ninth Street, Brooklyn 15, N. Y. 
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Jayem gives you the most 
complete assortment in metal 
office accessories, space saving 
cabinets, personal files and 
shelving ...in short, the answer 
to every customer demand. 
“a model for every purpose... 
in both letter and legal size” 


Send for our Catalog #8 


sales corporation 
31 Coffey Street * Brooklyn 31, New York 


- - - for more details circle 131 on last page 
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WOFI Issues Detailed 
Handbook For Dealers 

A handbook for office furniture 
dealers desiring to organize a local 
“Better Offices in Friendly Wood” 
promotion has been issued by the 
Wood Office Furniture institute. 

The handbook, entitled “A Guide 
to an Exciting New Adventure in Co- 
operative Sales Promotion,” tells deal- 
ers exactly how to prepare and or- 
ganize all the various aspects of the 
program. 

The BOW promotion campaign— 
sponsored by 11 national trade associ- 
ations in the wood industry, in addi- 
tion to WOFI, will be launched in 
some 30 cities throughout the United 
States in September. Copies of the 
handbook are available through WOFI, 
730 Eleventh St., N. W., Washington 
2. 


Shaeffer Shares Profits 
Profit-sharing checks amsunting to 
15 per cent of their earnings for the 


first quarter of the fiscal year of W. 
A. Schaeffer Pen Co., Fort Madison, 
Iowa, have been distributed to em- 
ployees. The new checks bring to $16,- 
707,000 the total of such payments 
since the program was started in 1934. 


Pacemaker Output Increased 

A sharp production increase of its 
“Pacemaker”, economy model office 
typewriter, was announced by Smith- 
Corona, Inc., during the National Of- 
fice Machine Dealers Association con- 
vention in Pittsburgh. 

The initial sales of the economy 
model were described as “far beyond 
expectations” since the introduction of 
the machine last April. Milton L. Wat- 
son, sales manager, stated that the 
“Pacemaker’s’” unique method of dis- 
tribution had proved successful and 
the economy typewriter was here to 
stay. 

Sales of the machine through non- 
exclusive dealers, according to Mr. 
Watson, “caused a great deal of con- 
troversy within the industry.” 











Ace of Quality Christmas Card Line 


WANTS MORE GOOD DEALERS 
TO HANDLE THEIR PERSONAL IMPRINTED 
CHRISTMAS CARD BOOK 
WRITE FOR YOUR BOOK NOW! 


Write for our Christmas Box Assortments. All one gauge 


ACE Engraving & Embossing Co. 


422 SO. DEARBORN ST. 
CHICAGO 5, ILLINOIS 
TELEPHONE WA 2-1081 


When writing mention Modern Stationer 
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STEELGRIP CLIPS............,ss-" 


Attractively displayed in their new, colorful, modern 
folding boxes, these clips will really sell for you. 

The Regular, or large size, are packed twelve to a 
box; the Junior, or small size, thirty-six to a box. 
Each size is a compact display, in blue and white, 


that will add beauty to your counter. 


Write now for prices. Immediate delivery. 


eeee L. D. Van Valkenburg Company -:: 








ri wien Se | 


HOLYOKE, MASS. 


Quality 


Est. 1896 


Service 
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WOFI Sets Modern 
Merchandising Meets 

A new series of ‘modern merchap. 
dising” conferences devoted to model 
office display, new sales techniques 
in supplying entire office packages to 
businessmen and contemporary office 
design is to be launched this fall by 
Wood Office Furniture Institute, 

First of the series will be held jn 
Atlanta, Ga., September 14, with the 
Ivan Allen Co., serving as host. Key 
dealers in the area will be invited to 
attend. 

The series grows out of a realization 
that businessmen today require a cep. 
tralized service in their office mod- 
ernizations—help not only in selecting 
the proper desk and chair but also 
with the color scheme, draperies, car- 
pets and accessories. This total design 
will give, WOFI believes, greater 
efficiency and a better client impres. 
sion. 


Mars Contest Results 

Eighteen designs have been select- 
ed for awards in the Mars Outstand- 
ing Design Series contest. Four de- 
signers have received cash awards, 
and the projects submitted by them 
will be among those featured in the 





Philip H. Seligson's design for this city of the 
future has been awarded a $100 cash prize in 
the Mars Outstanding Design Series contest. 
This shallow, plastic-faced, Geodesic-domed 
city combines practical economies with crea- 
tive thinking. Industries are located at the 
outer circumference to vent smoke and gases 
while central weather-conditioning assures per- 
fect climate year round. 


current series of J. S. Staedtler, Inc, 
ads in technical publications for im- 
ported Mars drafting pencils. 

The four cash prize winners afe: 
John C. Fischer, Jr., William G. 
Harvey, Jr., M. A. Novosel and 
Philip N. Seligson. According to 
Staedtler president R. J. Urmston, 
Sr., the results of the current con 
test have been so gratifying that 
another contest is planned next sea- 
son. 
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ADDING MACHINES 


CASH REGISTERS 
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Here is a double opportunity to 
enjoy the prestige and profits of 
products backed by Burroughs 
Corporation. Long respected M&V 
carbons and inked ribbons and 
Burroughs famous adding machines 
and cash registers now are avail- 
able from the same dealer repre- 
sentatives. Distribution of both 
of these fine lines is now integrated 
in the Burroughs Division dealer 
sales organization. 
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This means that sales support for 
dealers in either or both profit- 
proved lines will be as fine as the 
industry can offer. Direct-mail 
point-of-sale, national and trade 
advertising are to be emphasized. 
These representatives are espe- 
cially trained to help you with 
merchandising. 


Ask the man who calls on you. He 
may have offered M&V products, 
made by Mittag & Volger. He may 





have offered Burroughs adding 
machines and cash registers. He 
now can explain the stronger 
dealer support and profit advan- 
tages of this combined sales organi- 
zation. Add Burroughs machines 
or M&V supplies or both to the 
lines you can offer your customers. 
These are respected and well pro- 
moted products distributed by 
Burroughs Division Dealer Sales 
Department, Burroughs Corpora- 
tion, Detroit 32, Michigan. 
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NEWS 


Bankers Box Holds Open 
House At New Plant 

Dealers, suppliers and other 
friends of the Bankers Box Co. were 
entertained recently at a Sunday 
afternoon open house in the new 


SS & & + Oe 2 ss 8 2 8 © 





Edgar Hooper (left) of Stuart-Hooper Co., Chi- 
cago, one of the first dealers to stock Liberty 
Boxes in 1920, takes a few minutes to chat 
with Bankers Box chairman of the board H. L. 
Fellowes during the recent open house at the 
new plant and office facilities of Bankers Box 
Co. 


general offices and plant in Franklin 
Park, IIl. 

Harry L. Fellowes, chairman of 
the board, headed the reception 
group which included Folger Fel- 
lowes, president; John Fellowes, 
vice president; and Walter L. Nickel, 





secretary and treasurer. Guests were 
escorted on a tour of the new build- 
ing with catered buffet served in the 
factory area. 

Among those present were: Leon- 
ard Wilcox, President, and Paul Bur- 
bank, Executive Vice President, re- 
spectively, of NSOEA; Ivan Allen of 
Ivan Allen, Inc., Atlanta, Ga.; A. R. 
Davey, Canadian office equipment 
distributor, and a large group of 
Milwaukee dealers who made a 
special trip. 


Nagy Named General Manager 

Appointment of John Nagy as 
general manager of U S. Carbon & 
Ribbon Mfg. Co., Inc., Philadelphia, 
has been announced by Curtis-Young 
Corporation, New York. The Phila- 
delphia firm is a wholly-owned sub- 
sidiary of Curtis-Young. 

Mr. Nagy will direct a moderniza- 
tion of the company’s manufacturing 
facilities as well as day-to-day opera- 
tions. The firm imports, cuts and fin- 
ishes its own ribbon fabrics, and com- 
pletely new ribbon slitting, edging, 


inking and winding equipment is 
being installed. New carbon coating 
machines which print, coat and back. 
treat in one operation also are being 
installed, together with slitting and 
shaping machines. 

The new general manager has been 
with the company for the past 16 
years as plant superintendent. 


Remington Rand Starts 
Furniture Sale Drive 

A three-month “dream office” furn. 
iture campaign has been launched by 
field branch offices of Remington 
Rand division of Sperry Rand Corpor. 
ation. 

The campaign, which got underway 
in July, is scheduled to continue 
through September. Key of the cam. 
paign is an illustrated 26-page “dream 
office’ furniture catalog which tells 
the story of how dramatic color tone 
has taken the leading role in all of- 
fice scenes. 

A direct mail campaign reaching 
more than 100,000 executives will be 
part of the campaign activity. 





THE FRENCH DEPUTIES ROARED 
As the Bill to allow women to 
vote was up for a roll call and 
one member pleaded 
knows there is only a tiny differ 
ence between man and woman!’ 






When You Compare 
the Old Style 3/4” a 
Index Tabbing with 
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COMPARATIVE SIZES 
Shown Above. Note 





















hardly noticeable. Office 





INDEXES 


AICO’S NEW 1/3” Typerite INDEX TABBING! 


The Difference is Only 1/24” 
y," ¢ The Thickness of a Thin Dime! 
BUT YOU SAVE 56°/, TYPING TIME 


The Tabs & Inserts Are Typewriter Spaced! 
Typists use the line space lever, no soft 
roller is required. 


how the differance is DeGlers Please Note: 
run in Management Methods, Modern 
Office Managemen’, 
& The Office to help you sell Aico’s 
1/3“ Tabbing: Stock Up Now! 
44-16 23rd St., L. 1. City 1, N. Y. 
426 S. Clinton St., Chicago 7, Ill. 


Procedures, 





‘Everyone 
Tallies 
Placecards 
Scorepads 
Rulebooks 
Goren Items 


“HEINES PUBLISHING CO., INC." 


Creators of card playing 


accessories for over 25 years 


Bringing you to a “KING SIZE” line of 
Card Playing Accessories . . . 


Playing Cards 

Card Table Covers 
Bridge Party Paks 
Bridge Ensembles 
Notes and Stationery 





“Danger Signals of Serious Diseases” 


Walter C. Alvarez, M. D. 


Full book size with 112 pages and illustrations in color. 
Cost $10.80 per doz. Retail $1.50 


PLUS 


by 





This Ad 
is being 








Write for our new 1957 Fall and Winter catalog 


HEINES PUBLISHING CO., INC. 


123 NORTH THIRD ST. 






MINNEAPOLIS 1, MINNESOTA 
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Your Winning ‘Hand 


i» CHRISTMAS GIFTS! 



















GIFT OF 
1,000 GAMES 100 interlocking 
chips, 5 dice, 1 deck of cards, 4 
cribbage pins, cribbage board. Com- 
pact, attractive, “different.” 










Complete Line 
of Low-Cost 


PLASTIC POKER CHIPS 


3 sizes. In bulk, chipboard box or 
clear plastic box. 






Low-Price, Quick-Sale 


REVOLVING 
POKER CHIP RACK 





°¢) WRITE TODAY FOR COMPLETE INFORMATION 


ICTORY MANUFACTURING CORP. 


L Mc mplete Pla 












Deluxe 
VICTORY or CHICAGO = 1738 West Arcade Place « Cilibee 12, Illinois icilcalieen Design 
A =| MEMBER \Plastics Housewares Mfgrs. Assn Estoblished in 193¢ POKER CHIP RACK 


/National Housewares Mfgrs. Assn 
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and TYPEWRITER RIBBONS 


“Wie 


is the RIGHT line 
to feature 


Top profit for you is assured 
because the name WRITE 





guarantees top quality and Sy y Fat holiday profits are ahead 
top performance for your ; for those who pick Paper Art! 
customers. 

Easy-to-handle WRITE carbon papers @ New seasonal patterns you'll want for your 

make more copies, make cleaner carbons, department are available now! Select from 

and are more economical to use. exclusive designs in Fall and Christmas Catalog 

WRITE typewriter ribbons produce clear- Supplement. Faster the orders . . . the fatter 

est, crisp, uniformly sharp letter — and last your sales! 








a long time, too. "Si ahi Ne Ma 
Make certain of your repeat sales and cus- 
tomer satisfaction by featuring this sales- 
boosting line. 


“When it’s WRITE it’s RIGHT.” 


Promptest deliveries, always. Send 


Paper Art Company, Inc. * 25 yrs. in America’s finest stores 
3500 North Arlington Avenue, Indianapolis 18, Indi 


@ Please send your new Fall and Christmas Catalog Supplement. 

















for samples and discounts today. Store Name 
Address 
WRITE 420 Lexington Ave., New York 17, N. Y. Bi oe 








INCORPORATED Factory: Bridgeport, Conn. SRE ANREP 
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Soundscriber Promotes Three 
The SoundScriber Corp. of New 
Haven, Conn., has announced the es- 
tablishment of a 
divisional sales 
organization and 
the appointment 
of three new di- 
vision managers. 
The eastern di- 
vision has been 
assigned to F. 
Ellsworth Butter- 
Butterfield field, currently 
observing his 10th year with the 
organization. Prior to his appointment, 
he managed SoundScriber’s Washing- 
ton, D. C. brand office operation. 
Management of the mid-western 








Brower 


Oyster 


division is in the hands of John B. 
Oyster, former manager of branch 
sales in Cleveland. 

On the West Coast, Jack F. Brower 
has been appointed division manager. 
For the past five years of his decade 
tenure with SoundScriber, he has man- 
aged the distributorship in Albuquer- 


gue. 


Twin City Chapter 
Of NOMA Plans Show 

The Minneapolis-St. Paul chapter of 
the National Office Management As- 
sociation will hold a Seminar and of- 
fice equipment show at the Hotel 
Leamington, Minneapolis, on October 
28, 29 and 30. 

The event, which is h:ld every two 
years, is expected to draw over four 
thousand executives from many mid- 
western states and Canada. 


Letterex Expands 

Distributing facilities and ware- 
house capacity of the Letterex Cor- 
poration continue to expand. Latest in 
the series of expansion moves is the 
opening of new executive offices at 
1114 Half St., N. W., Washington 24, 
mz C. 


58 





Papercraft Buys Plant 

Purchase of the former plant of 
Fort Pitt Brewing Co., at Jeanette, Pa., 
to gain 200,000 square feet of addi- 
tional floor space for the manufacture 
of Christmas gift wrappings has been 
announced by Papercraft Corp., Pitts- 
burgh. 

The firm’s present operations in 
Pittsburgh will be continued. More 
than 250,000 square feet are in use 
there. President of the firm is Joseph 
M. Katz, who made a GI writing kit 
during World War II and then en- 
tered the gift wrap business after the 
war to make use of a stockpile of 
left-over paper. 


National Detroit 
Changes Name 
National Detroit Publishers, Inc., 


has changed its name to National 
Artcrafts, Inc., in the latest move by 
the Michigan Christmas card firm. 
There is no change in ownership, 
officers or company policy. 

After 23 years in the personal 
Christmas card industry, National's 
operation has been broadened to in- 
clude wedding invitations and an- 
nouncements, personalized stationery 
and Christmas Card Solid Paks. To 
better serve dealers, plant facilities 
have been added to the Detroit office, 
located at 3000 West Fort Street, and 
to the Los Angeles branch at 1700 
West Pico Boulevard. 


Earl Hanson Rejoins Firm 
Which Employed Him Earlier 

A man who was one of the very 
first factory representatives named by 
Tiffany Stand Co. 
during its forma- 
tion is coming 
back to that firm 
to serve as assist- 
ant general man- 
ager. 

He's Earl E. 
Hanson, who for 
a quarter of a 
century has rep- 
resented leading manufacturers in the 
office equipment field. He resigned 
as sales manager of Columbia Steel 
Equipment Co. to take his newly 
created post at Tiffany. Mr. Hanson 
will headquarter in St. Louis. 


Denver Firm Wins 3M 
Merchandising Contest 

Selected on the basis of promotional 
activities and achievement, the W. H. 





Hanson 


Kistler Stationery Co., Denver, Colo., 
received the top award in the 1957 
contest for merchandising achievement 
sponsored by Minnesota Mining and 
Manufacturing Co. 

A panel of four judges, editors of 
leading stationery trade publications, 
picked the Denver firm from among 
600 entries in the contest for their 
efforts in advertising, merchandising, 
sales promotion and sales increase of 
“Scotch” brand tapes. The contest ran 
from March 1 through May 31. 

The Kistler firm was organized at 
the outset by division of all employees 
into three teams to provide a competi- 
tive company basis for the contest, 
with the prize—an expense-paid va- 


es 





Erle O. Kistler, left, chairman of the W. H. 
Kistler Stationery Co., Denver, and his son, 
William, president of the firm, appear jubi- 
lant after the Company's selection as na- 
tional winner of a merchandising achievement 





contest sp ed by Mi ta Mining and 


Manufacturing Co. 

cation at a Minnesota resort for three 
persons—to go to the sales leaders of 
each team. 

Fourteen regional winners who will 
receive engraved four-piece desk sets 
were also selected. They are: Ward's, 
Boston, Mass.; Perry Office Supply, 
Miami, Fla.; Smith & Butterfield, 
Evansville, Ind.; Media Office Supply, 
Media, Pa.; Stationers, Inc., Indianap- 
olis, Ind.; Bixby’s Stationery Co., 
Grand Rapids, Mich.; Maverick-Clarke, 
Austin, Texas; Shooley, Inc., Kansas 
City, Kans.; Kendrick-Bellamy, Den- 
ver, Colo.; Grimes-Strassforth Station- 
ery, Los Angeles, Calif.; H. S. Crocker 
Co., Fresno, Calif.; and Lowman-Haa- 
ford Stores, Seattle, Wash. 
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is GOLDENSTAR by Samuel Ward 


Delightfully different . . . appealingly designed . . . to catch the eye of the lovers of modern and 
conventional alike . . . Ward’s new Goldenstar series of fine gift accessories feature gorgeous, 
smooth Leatherette sprayed with tiny, sub-surface flecks of gold, and artfully decorated with a 
crisp, double-toned star motif. Available as individual pieces or as matched sets . . . the line 
which we are betting will sweep the 1957 gift field comes in turquoise, copper and ivory. 


ITEMS AVAILABLE 


A. P37 Library Style Album, bound P157 Lock Diaries, 24 kt. gold 
back construction (11”x814”) $24.00 per dozen ’ edges, 


P1157 Choice of 5 or 1 yearstyles $19.80 per dozen 


B. P17 


Clearvue Album for 10”x8” 


1. P47 Book Ends. Solid wood 
Portraits $36.00 per dozen backs with felt on bases $28.80 per dozen 
,PW3 Webway Clearvue Album, 
Cc. P417 he my gt Album, loose leaf holds 120 314"x314” prints $43.20 per dozen 
tibiz*x1aieey eee PW5 Webway Clearvue Album, 
(10% "x13%") $21.60 per dozen J. holds %0 34%4”x5%4” prints $36.00 per dozen 
D. P67 All Occasion Address Book, PW10 Webway Clearvue Album, 
the book with seven lists $15.00 per dozen holds 20 10”x8 prints $43.20 per dozen 
K. P27 Flip-up Telephone List. 
E. P517 “Snaps and Scraps” loose Merely flip to desired letter $19.20 per dozen 
fost spe wath gray leaves 21.60 L. P307 Berk Png Rha gld pad, 
r calendar, letter opener, 
m"x ) $ rein memo box , $36.00 per dozen 
F. P57 Letter Basket. A beautiful and M. P447 Address Book, loose leaf 
useful desk piece $ 9.00 per dozen style, A-Z tab index 
. (53%4”x5”) $16.50 per dozen 
G. P77 Pencil Well and Memo Box. N. P7 Pocket Album, holds 20 


Kee pens, pencils and 
4”x6” memo sheets handy 


$13.80 per dozen 


34%4”"x34%4” snaps, Moire 
lined 


$10.80 per dozen 













All prices shown are net wholesale. For details on special 
f WW WE | li 1 o p — deal or for any additional information write — 
epartment W-1. 


MANUFACTURING COMPANY 
29-37 MELCHER STREET, BOSTON’ 10, MASS 
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Electronic Brains Never 
Will Replace Small Units 

Office machine dealers can quit 
scratching their heads over the pros- 
pects of giant electronic brains re- 
placing desk-size calculators and fig- 
uring machines and consequent loss of 
business. 

That’s the word from A. C. Buehler, 
president of Victor Adding Machine 
Co., which makes both types of ma- 
chines. What lies in the future is, 
he says, “competitive coexistence” be- 
tween the headline grabbing electronic 
giants and the smaller machine which 
has become indispensable to business 
both large and small. The smaller ma- 
chines, he adds, meet a definite need 
the giant computers never can fill. 

Small and medium-sized enterprises 
far outnumber the companies that can 
profitably use and afford the million 
dollar computers, he points out, add- 
ing that it is significant that even the 
largest corporations cannot do without 
conventional equipment. 





Butler Oldtimer Retires 

Retirement of Otto Zelenka, assist- 
ant stationery buyer in Butler Brothers’ 
stationery depart- 
ment in Chicago, 
ended 50 years of 
continuous service 
with the company. 
Mr. Zelenka be- 
gan work at the 
age of 15 as a 
messenger for the 
firm. He embark- 
ed on an exten- 
sive train tour of western and Pacific 
coast states immediately upon his re- 
tirement. 


Zelenka 


One-time Office Boy 
Buys Firm’s Good Will 

Thirty-five years after he went to 
work for the firm as an office boy, 
Samuel P. Palson, treasurer of Pal- 
son’s, Inc., Worcester, Mass., office 
supply firm, has bought the name and 
good will of Davis & Banister, which 
also operated in the same field. 

Mr. Palson bought the name and 


good will of the 115-year-old concern 
which once employed him as the com. 
pany went through voluntary liquida- 
tion. The Davis & Banister name wil] 
appear hereafter on Palson letterheads 
and on other material distributed by 
the firm. 


Business Ratio Booklet 
Seeks Trouble Areas 

Proper analysis and comparison of 
business statistics may often indicate 
developing trouble spots in the oper. 
ation of a small firm before they be. 
come serious. 

That's the advice of the Small Busi- 
ness Administration, which has issued 
a new booklet, Ratio Analysis for 
Small Business, as a guide for business 
owners and managers on existence of 
ratios, methods of obtaining them and 
ways of interpreting them. 

The booklet, number 20 in the a 
gency’s series of small business man- 
agement publications, may be obtained 
from the Government Printing Of- 
fice, Washington, 25, D. C., for 25 
cents a copy. 









Practical carry-all envelopes. 


For prof i tudent: 





STYLE #51 — $2.52/Dorz. 
9x6" fits all binders incl. 
5 11x8Y2"*. 3 doz/carton, wt. 
IF 


Flushing 58, N. Y. 
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U.S. Pot. $2,677,376 fe 


ZIPPER POCKETS FOR RING BINDERS 


Sturdy Vinylite with 
welded seams & free-sliding Flexi-Grip zipper. Dust- 
proof, waterproof. Asst'd colored and clear zippers. 
, salesmen, homes & 
offices. Carry pencils, stamps, papers, etc., etc. 


STYLE #52 — $3.60/Do: 
11Y_x9"" tokes 11x8¥/‘* : 
serts, a 3 doz/carton, 
242 Ibs. wt. 3Y%2 | 


Extra quantity discount: 5% on 6 doz., nll on 12 doz. 
PS See us in Chicago, Booth 304W. 
Catalogue of 28 fast-selling specialties 
available. Call your jobber, or write: 


4 
\} ANGLER’S COMPANY 








has +7 i Al 


Class E Burglar Chest 





The Schwab Safe Company now offers for small business 
and professional men, a small Underwriter's labeled safe 
and Class E Burglar Chest as an economical combination. The 
safe has inside dimensions of 16” wide, 22” high, and 16” 
deep, equipped with lock boxes and a Class E Burglar Chest 
equipped with Underwriter’s relocking device label and 


of 7” wide, 7” high, and 71.” deep. 








This combination unit offers the tops in burglar and fire 
protection at an inexpensive price. 


THE SCHWAB SAFE COMPANY 
LAFAYETTE 


INDIANA 
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e joined letters in the most favored scripts 
the a e speedier production for prompt delivery 
; man- e superior craftsmanship at an amazingly low price 
rtained FREE: Completely New Flower Wedding Line Catalogue features:— 
£ Of. exclusive new scripts ® wide selection of ever-popular styles ® postpaid 
for 25 shipment within two days of order ® liberal 50% discount 
For your FREE copy of the new Flower Wedding Line Catalogue, address your request on your business letterhead to: 
__. | REGENCY THERMOGRAPHERS, 28 west 23 Street, New York 10, N.Y. 
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Of course, 7099 and 70928 
continue the big favorites or 
those who want an ali-tity 
gray eraser for pencil, in 
or typewriting. 

i yearn 

Sometime when you ye : 

for an easy day, just —_ 
centrate on EraserStik a 

e what happens. 
dict you will come home 
with your pockets bulging 

with orders. 
n- 
hy not check your in 

4 now. You —_ t 

want to be oul of EraserStik, 


would you? 


hard-working Station- 
“9 Ss entitled to at least sr 
product he can sell witho 
talking himself hoarse. — 
A.W.FABER EraserStik, 
which changed the ome 
habits of the nation, is t , 
darling of typists, —- 
bookkeepers and just -" a 
everybody else in an office. 
Now A.W.FABER offers a 
complete EraserStik ee 
with the addition of : 
and 7066B — for ouneenens 
who prefer a soft, red typ ; 
writer eraser in a more con 
venient shape. 

















A.W. FABER-CASTELL 


INC. NEWARK 3, N. J 


PENCIL CO 
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Travelers Notes 
News From the Friendly Fifth 


PAT PATTERSON — Correspondent 

The annual golf party held by the Queen City (Cin. 
cinnati) dealers and travelers at Terrace Park Country Club 
was blessed by good weather. Included in the good turnout 
were J. Hanlen Morgan, Morgan's, Inc., Huntington, W. 
Va., governor of the fifth District; Jack Burke, It. gover- 
nor, Office Equipment Co., Louisville; Lloyd Landen. 
berger, president of Fifth District Travelers Club; and John 
Mislan and Bob Riehl, vice president and treasurer of the 
travelers organization. 


Milton S. Pickle, president of Will Winnes Co., Cin- 
cinnati, presented the Will Winnes trophy to tournament 
winner John Knox Robinson. 


The annual golf party held by the Cleveland Chapter 
did not fare so well by the weather, but the general spirit 
was high, Scott S. Summerville, Summerville’s Ohio Office 
Equipment Co., Akron, Ohio, vice governor of the district, 
kept the “wheels” turning by being present at this affair, 


C. W. (Jack) Clark, W. A. Sheaffer Pen Co., presented 
the Ron Douglass Memorial trophy for the third year in 
a row to Bill McPike, who will retain it permanently. 


Adams Typewriter Agency, Elkhart, Ind., held open 
house in June to show their newly remodeled store. 


Recent dealer appointments include: George Tritsch 
to head buyer at Diehl Office Equipment Co., Columbus, 
Ohio... Michael Boorn to salesman with Central Office 
Supply Co., Detroit .. . Stan Smith, long-timer in the trade, 
now associated with Eastin Office Supply Co., Royal Oak, 
Mich. 


Wheels go round ’n round at Compton Office Ma- 
chines Co. of Huntington, W. Va. Marge Compton has 
been elected president of the Huntington Altrusa Club and 
will attend the international convention in New Orleans. 
Harold Compton has been made vice president of the 
local chapter of the Gideon Society. 


Mark December 5 on your calendar as the date of 
the Cincinnati stationers and travelers Christmas patty. 
Everyone is welcome at the party which will be held at 
the Beverly Hills Country Club. 


The Indianapolis chapter of the Fifth District Travel- 
ers Club held another Mister and Missus dealer and 


traveler party at the Continental Hotel. A golf party is 
planned for September. 


Notes To You From Lucky Seven 


CHARLIE CORDRAY — Correspondent 
The fishing club is at it again — Stan Taylor of 
Gaffaneys in Fargo, Mel Wewell of Esterbrook Pen, Jack 
Gunthrum of Eaton Paper, Wally Hubbs of Thomas & 
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Grayston in Minneapolis and Ed Erickson of Hibbing Of- 


fice Supply. 


The Frederick Sherry Co. in Minneapolis is moving 
to new quarters at Eighth and Hennepin. Also in Minnea- 
polis the Hennepin-Lake Stationers have expanded and 
will be doing some remodeling soon. 


During lunch with seventh district governor Bob 
Brown in Des Moines, the preliminary plans for next year’s 
convention in Minneapolis were discussed. It looks like 
we will have another bang-up regional. Bob says he has 
received many complimentary letters from people who at- 
tended the last one. 


Sam Nuzum, salesman for the John Latta Co. has 
been hiding his light under a bushel. Extremely versatile, 
he has refereed basketball games for many years and ori- 
ginated the girls basketball rule book for Iowa. 


Gerald W. Paardekooper, sales for Koch Brothers, Des 
Moines, recently returned from a six-weeks trip in Europe. 
Another one from Koch Brothers. A. D. Luke, head of the 
duplicating department, won first prize in a national 
direct mail contest at the NOMDA convention held in 
Pittsburgh. 


Remember these Dates: The Northwest Travelers will 
hold their next meeting at the White House on the last 
Saturday in September . . . Calhoun Beach Club will be the 
scene of the NW Travelers Christmas party on December 7. 


Freeport Stationers, Inc., Freeport, Ill., has been 
purchased by Darrell Knight and Charles Stocker, both 
previously connected with the company . . . Appointment 
of three new dealers for its adding machines and cash 
registers —— Office Equipment and Supply Co., Ft. Wayne, 
Ind., 7. S. Place, Oxford, N. Y., and Wartz Business 
Machines, Butte, Mont. — has been announced by the 
Clary Corp... Self-Service Stationers, San Francisco, has 
opened a new store based on supermarket concepts. Desks, 
files and other large items are shipped direct from ware- 
house to customer . . . Camellia Office Equipment Co. 
has opened its doors at Elkhart, Ind., with Larry Mish- 
kin serving as president and Leon J. Haskin as vice presi- 
dent and store manager... . 


Lindy Pen Relocates 

Sidney Linden, alias “Lindy’’ has announced the new 
location of the Lindy Pen co. and Lindy Sales Co. Offices 
and plant are now in their new 25,000 square foot build- 
ing in Culver City, Calif. 


The new location has enabled management to install 
the latest facilities which will increase production and 
allow the sales company to fulfill their increasing backlog 
of orders, according to a bulletin by Mr. Linden. 

On June 1, Jack Hillman, vice president of the Lin- 
dy Sales Co., was placed in charge of coordination and 
planning, nationally, by the board of directors. Mr. Lin- 
den remains in charge of all sales, domestic and foreign. 
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For HIGH Profits 


nS told ame lale Md aeliiteh c= 
ORIGINAL 


"Botte Moistenev 


ye 10) °) 3 Os ee O)] BO) 





Model 3A le 


Brown, black or 
grey porcelain base 


Model 3C 
Grey or black cast iron 
wrinkle finish base 


MANY USES—moistens stamps, envelopes and 
labels in a jiffy, or for moistening fingers when 
handling papers and counting money. 


A FAST SELLER — you have a prospect for multiple 
sales in every bank, office, insurance company, shipping 
department, commercial house and institution. 


Your customers will like these features: 


@ sparkling chromium cover of durable cold-rolled 
steel, fits perfectly on 


@ attractive porcelain base with glossy baked enamel 
finish (Model 3A), or on 


@ wrinkle-finish sturdy cast iron (Model 3C) 
@ weighted bases will not tip 


e@ 4 rubber feet protect desks and tables from marring 
and scratching 


e 3” adjustable brush always moistens evenly 





ORDER FROM YOUR DISTRIBUTOR TODAY 


Place a trial order and see how fast 
the Pike ‘Better Moistener’’ moves, 
or, for literature and full information, 


write or phone 


x ) 
> PIKE 


E. W. PIKE & CO., INC. 


490 NORTH AVENUE, ELIZABETH, N. J. 


iltelilthielaatiagcia Mel i 
Pike ‘BETTER MOISTENER”’ for 30 years 


Elizabeth 2-0630 
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STOCK... DISPLAY 


SELL 


Standard and Advanced FLO-MASTER Pens 
_.. The Proven-Profitable Fast Sellers! 











FELT TIP PENS 
CUSHMAN & DENISON MFG. CO. 


625 Eighth Avenue, New York 18, N.Y. 


Let The Public Know 


A thous the trend to decentralize is growing, stores 
opening within a suburban area are faced with many 
problems which don’t come up in a downtown location, 

One of the foremost of these is to attract a different 
type of passerby. For the suburban shopper is invariably 


» 





driving his car and cannot look closely at window displays. 

Located in a semi-residential area, Bellflower Type- 
writers, 16118 Clark Street, Bellflower, Calif., needed 
something startling to advertise its business. 

On top of the modern store building is a sign in 
the shape of a typewriter. In neon across the top is the 
name of the store. 

The sign is unique enough to catch the eye of hurry- 
ing motorists. 

Other signs on the building announce Sales, Service, 
Rentals, Supplies. But it is the picture-sign which stops 
and brings in prospective customers. 


Two Envelope Firms Announce New Moves 

Two envelope firms have announced major expan- 
sion plans. 

National Envelope Corp., San Francisco, has_put- 
chased the Envelope Manufacturing Co., Los Angeles, 
for a price in excess of $1,000,000, making National one 
of the largest producrs of business envelopes on the Paci- 
fic Coast. A $500,000 expansion program will start im- 
mediately at the Los Angeles plant to double production 
capacity. Envelope Manufacturing Co. will continue to 
function under that name with F. A. Baker, former presi- 
dent, remaining as manager. 

Wolf Envelope Co., Cleveland, Ohio, has announced 
it will build a $3,000,000 factory and office building ad- 
jacent to the firm’s present plant. The new building, in 
addition to consolidating outside warehousing, will pro- 
vide 20,000 square feet of additional office and produc- 
tion space. 
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DONT FORGET - - 
COLOR OUTFITS 


are popular Gift items 


as well as 
profitable 
year-round 
best-sellers 
IN ALL 


PRICE 
RANGES 





“Malfa Jr.” oil-color outfit 
retails at $15.00 


PLACE ORDERS NOW TO 
INSURE HAVING A GOOD 
SELECTION FOR FALL AND 
HOLIDAY SEASON. 


PRICE LIST AND TRADE 
DISCOUNTS ON REQUEST 


Oil Color Outfits 
Water Color Sets 
Pastel Assortments 
Photocoloring Outfit 
Fabric Painting Set 


F. WEBER CO. 


Manufacturing Artists’ Colormen Since 1853 
1220 Buttonwood Street 
Philadelphia 23, Pa. 
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From coding merchandise to inventory con- 

trol-Avery Kum-Kleen Labels speed tedious 
jobs and save money. For price labeling, bin 

or shelf marking...wherever fast, neat label- 
ing is necessary, Avery Kum-Kleen does it best. 
Avery, the original self-adhesive Label, sticks F 
to any clean surface without moistening. Laid on 

at the touch of a finger...stays neat through all 
kinds of handling...yet Kums-Kleen in a jiffy! 
Available at stationery stores everywhere. 
type, stamp or write on them...you'!l save time and money 





















AVERY ADHESIVE LABEL CORP., Dealer Div. 116 
117 Liberty St., New York 6 
608 S. Dearborn St., 
Chicago 5 

1616 S. California Ave., 
Monrovia, Calif. 

Offices in Other 

Principal Cities 


Kun Keecn 
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VINYLITE PLASTIC 
LABEL HOLDERS 


“will not warp, curl or crack” 


SO EASY TO USE 


1. SNIP—You can cut to the desired size, 
easily and quickly. 


2. STRIP—Remove _ back- 
ing to expose the acti- 
vated adhesive. 


3. STICK—Apply with finger pressure. It 
sticks permanently to metal—wood—cork— 
glass—plastic—any clean surface. 


4. INSERT—Insert label or 
card. It's open on three 
sides for your conveni- 
ence. 





HUNDREDS OF USES 


You can enjoy neat attractive 
labels anywhere in office, factory 
or home. 
on desk trays 
library shelves 
display units 





cabinet drawers 
storage shelves 
parts bins 


AVAILABLE IN 3 SIZES 


Ten 6” strips per package— 
PS-% Yr" 6"—PS-% %” 
x 6"—PS-1 1” x 6” 

Special Sizes on Request 


CONVENIENTLY PACKAGED 


In individual plastic packages, | 
including both Holder and Label | 
Cards. 





FOR AUTO DEALER 
PARTS BINS, ETC. 














FOR SUPER MARKET 
FOOD SHELVES 


Available from your Office Supply Dealer or for information write to 


Office Products Ine. 


26029 W. 8 Mile Rd. ¢ Detroit 19, Michigan 


Canadian Distributor: 
The Luckett Loose Leaf, Limited 
Toronto 14, Ontario 


West Coast Distributor: Arch K. Ansty 
171 2nd St., San Francisco 5 





Territories available for Dealers and Distributors 
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Safe Innovation. First distributor's 
showroom devoted exclusively to new 
record and money safes has been 
opened on New York's Fifth Ave. by 
Monroe Krass, a distributor of Protect- 
all Safes, a division of Mosler Safe 
Co. Participating in the ribbon snip- 
ping ceremony which opened the facil- 
ity are (left to right) Seymour Na- 
than, president, Nathan Office Furni- 
ture, Inc.; Mr. Krass; Sam Itkin, secre- 
tary, Itkin Brothers; and Raymond W. 
Graber, field sales manager for Pro- 
tectall. 





On The Mayflower. A treasure chest of British-made 


Rust Craft cards, manufactured by Rust Craft, Ltd., 


Symbolic Plant Opening. Never a concern to do anything half way, the oc- 
casion of the dedication of the new Eberhard Faber Pencil Co.’s plant at Wilkes- 
Barre, Pa., in mid-June necessitated more than snipping the conventional ribbon. So 
a 12-foot replica of its most famous product was sawed in two to officially open 
the main plant and world headquarters. The youngster wielding the saw is Taylor 
Allen, a great-great-grandson of the founder. Watching, left to right, are William 
R. Davlin, Pennsylvania Secretary of Commerce; Eberhard Faber IV; Mrs. Theo Faber 
Allen; Mrs. Eberhard L. Faber, vice president; Lovis M. Brown, president; Clyde T. 
Nissen, executive vice president of the Lead Pencil Manufacturers Association; and 
Homer B. Lay, manager, National Stationery and Office Equipment Association. 





FBEAHARD FABER * MONGOL 492 


VIEWS of the 
NEWS 





Snorkel in Singapore. a giant snor- 
kel pen mounted atop a delivery van 
of the Borneo Company, Singapore dis- 
tributor for W. A. Shaeffer Pen Co., 
is a familiar sight on the streets of 


that far east settlement. The distribu- 
tor considers such advertising by truck 
as having a high degree of attention 
getting ability, and an ec ical ns 
of promotion. 





Leeds, 


England, was aboard the Mayflower II, wooden replica of 
the famed Pilgrim ship, when she made her trans-Atlantic 
crossing. Beric Watson, left, a member of the crew and 
son of Norman Watson, head of the British firm, shows 
the contents to Donald E. Rust, co-founder of Rust Craft. 
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NEW. from Devil 


... power-packed advertising and sales promotion drive backs dealers. Mightiest 
all-out effort in Stenorette’s history will break in time for your big fall selling. 
Nothing has been spared — no Stenorette prospect overlooked —in this record 
push to send an avalanche of pre-sold customers flocking to Stenorette dealers. 


oti Stenorette 


MULTI-PAGE DEALER LISTINGS 
CONSUMER CAMPAIGN 


Your customers can’t miss seeing 
large-space hard-sell Stenorette ads in 
America’s mightiest magazines: 





Prominent dealer listings (by state and city) 
are an integral part of Stenorette’s 

big national consumer ads. They'll send 
every potential customer in your 

trading area hurrying to your store. 

Your store name and address will appear 
in these magazines: 





FULL-COLOR INSERTS HIT BIG NEW STORE DISPLAYS 
YOUR PRIME PROSPECTS f : =i Newly designed, sales-making displays 


Resets 2 to be available as window pieces or for use 
Eye-catching inserts dominate the trade at local shows. Plus aa of ads 


press—pin-point your top prospects. ‘ mounted on easeled magazine counter cards 


Coupon will bring bushels of ‘‘hot” replies inui i i 
n ly of " 
from your area asking for nearest distributor APA ere nee 


—that’s you! Inserts will appear in: 





BONUS COOPERATIVE : REPLY-O-LETTER PROGRAM 
ADVERTISING PROGRAM =~} Pre-tested direct mail sales program 


directed at the groups witi the highest 
potential: business executives, professional 
men, doctors. Replies come right back 

to the dealer. 


Special ad mats available. Extra co-op bonus 
beyond already liberal basis makes this 

the best cooperative deal in the office 
equipment industry. 








Territories Still Available for the Most Valuable 
Franchise in the Business Equipment Field! 


progress in 
SIGHT 
ska ead = 
pO write: sound) 
LON Gcience 
G ISLAND CITY ¢ CHICAGO © LOS ANGELES + TORONTO, CANADA = 
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File and Index Revision A 

Catalog No. 856 is the latest revision 
of the complete line catalog of Amberg 
File & Index Company. Price adjustments 
as well as new items are shown. 

The catalog carries the extensive Am- 
berg assortment of file folders, filing 
supplies, brief covers, files, agate card 
trays, transfer cases, albums, presenta- 
tion folders and phonograph _ record 
cases. 








SEEWELL OPTISCOPE 49c{'Si, 


America’s fastest _ selling 
pocket magnifier is now 
available with cases in at- 
tractive colors. Newly de- 
signed display cards guaran- 
tee fastest turnovers and 
b-i-g ‘profits. 

Thru Distributors Only 

Distributors Inquiries 


Solicited 
TESTRITE INSTRUMENT CO., INC. 
135 Monroe St., Newark 5, N. J. 
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Caster Application and Selection 
B 


A caster catalog, listing over 40 models, 
and containing practical application sug- 
gestions and selection data is available 
from Gleason Corporation. Caster selec- 
tion suggestions are listed for various 
operational variables as load requirements 
and floor conditions. 


Ink Savings Cc 

“Tempo Jetdry Ink” is the subject of a 
new booklet by the Milo Harding Com- 
pany. makers of stencil duplicating prod- 
ucts. How to save on labor, paper, sten- 
cils and inks is covered in the booklet. 


Filing Cabinet Line D 

Yawman and Erbe Manufacturing Co. 
has released a brief two-color brochure 
on the Pro-File filing cabinet line. 

Each feature of the new files, along 
with a discussion of this type of filing, 
is included in the piece which is sub- 
titled “A New Filing Convenience.” 


Post Binder Catalog E 

The new Cesco catalog section “B” 
which has complete information on the 
C. E. Sheppard Co. line of Sectional Post 
binders and sundry other binders is now 
available. 








829 YORK ST. 





NEW! SELF-SERVICE ISLAND 





FLEXO-SPACE the Sensational Self-Service Island is MAGICALLY increasing Sales 
for thousands of retail merchants. This amazingly low priced island gives you PLUS 
Sales because Self-Service makes it easier for your customers to shop. Every item 
is “easy to see — easy to handle — easy to buy". You'll sell more because you 
can display more. All your merchandise is alive with buying appeal. You can use 
FLEXO-SPACE singly for a promotional Island — or end to end in your main aisle. 
“Tested and Proved" to bring you more business in all departments immediately 
upon use. Use the magic of Self-Service to increase your Sales and Profits. Write 
today for Free Catalog on Self-Service Fixtures. 
Whsle. & Mfg. write for Special Dealer Promotional Prices. 


ADD SALES COMPANY 


FLEXO-SPACE 


GIVES YOU 
ALL THESE FEATURES 


x Self-Service 


Creates additional sales 
Speeds up service 


* Adjustable Shelves 


Display and sell all 
merchandise 


* 300% More Space 


Use only 12% Sq. Ft. of 
floor area. You get 50 
Sq. Ft. of selling space. 


MANITOWOC, WISCONSIN 





Stationers Specialties Catalog F 

The Samuel Ward Manufacturing Co., 
creators of fine leather and __ stationery 
specialties, has completed preparation of 
its 1957-1958 catalog for established 
dealers 

Listing a new fall line that embraces 
many new colors, stylings and items, the 
booklet is punched for 3 ring binders 
and measures 81/) by 11 inches. All items 
are priced at list with a 50 percent dealer 
discount from list price. 


Make It Readable G 

A new booklet, The Care and Feeding 
of Ideas, will give busy executives down- 
to-earth clues on how to write for hu- 
man beings instead of wastebaskets 

Free for the asking from A. B. Dick 
Co., the booklet outlines a simple “fog 
index” which measures the combined 
effect of sentence and word length on 
readability. The index reveals how many 
years of schooling a person needs to read 
and understand what has been put in 
writing. 


New Ballpoint Booklet H 

A sales promotion support for its new 
sterling silver-tipped ballpoint pen is now 
available to retailers from the W. A. 
Sheaffer Pen Co.. 

This new booklet, “What's New in 
Writing,’ not only describes the writing 
benefits of the new Sheaffer offering 
but also how a ballpoint pen works. 


Shipping Label Guide | 

A new guide to modern shipping label 
design has just been published by Allen 
Hollander Co., producers of Able Labels. 

The guide, entitled “Just What You're 
Looking For’’, illustrates 16 new shipping 
label designs. Each is available -in one 
or two colors and in four different de- 
signs to suit any budget or shipping room 
need. 





Fine Leather Desk Sets 
Pads and Accessories 


CATALOGUE NO. 56 
ON REQUEST 


Stationers Specialty Corporation 
19 W. 21st St. New York 10, N. Y. 
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kutto: THE HANDIEST 
“CARTON CUTTER MADE 
@ Splits Cases and Cuts 


Off Tops Cleaner and 
Quicker! 


e Ideal for Making 
Carton Displays 


@ Can Be Carried in 
Pocket! 


Kutto is the handiest tool ever made for the receiving and shipping 
room. Made of heavy quality steel, it will stand a life-time of hard use. 
Kutto is now available to you for re-sale purposes . . . contact your 
wholesaler or write us. : Postpaid 
Retail Price, 1 Kutto with blade and 5 extra blades in handle... 

each postpaid $1.25 
1 Dozen or more $10.00 per doz. f.o.b. Chicago. 


Snippo 


STRING 
CUTTER 


@ CUT STRING, 


TWINE OR ROPE 
Snippo is the safest string cutter on the market ... it has no 
exposed blade and it is impossible to cut one’s self. Sturdily con- 
structed of heavy steel and is plated to prevent rusting. Retail rier 
each 1.25 


Wholesale Price, 








WHOLESALE PRICES, F.O.B. CHICAG 
1 dozen or more, with 5 extra blades, per dozen ents 
2 dozen or more, with 5 extra blades, per dozen .... 
3 dozen or more, with 5 extra blades, per dozen .... 





Manufacturers of Precision Cutting Tools 
Write for Circulars 


MODERN SPECIALTIES COMPANY 


4301 W. Ogden Ave. Dept. MS. Chicago 23, Ill. 
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Best dealer prices — best deliveries 
most complete range of forms, for every 
requirement. Standard stock forms, Redifixt 
or continuous forms, tabulating forms, 

W-2 and other tax forms, and of course, 
custom-printed forms for every description. 


Send samples for quotation. 
Write for catalog M 


CONSOLIDATED BUSINESS SYSTEMS. INC. 


30 VESEY STREET BArclay 7-3687 NEW YORK 7 NY 
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THE PREFERRED DAILY AT THE 
CHICAGO CONVENTION 


THE MODERN STATIONER CONVENTION 
DAILY 


STOP BY AND VISIT US IN OUR SUITE 
AT THE CONVENTION 


DAVIDSON PUBLISHING COMPANY 


250 Fifth Avenue, New York 1, New York 
221 North LaSalle, Chicago 1, Illinois 














405 East Superior Street, Duluth 2, Minnesota 
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Template 
Supply House 


“Quality At The Right Price” 


TEMPLATES OF ALL TYPES 


IMMEDIATE DELIVERY * FULL DISCOUNTS 
FREE PROMOTIONAL LITERATURE! 
FLYERS! STUFFERS! 
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RAPID-DESIGN « TIMELY * DO-ALL © CASSEL. etc. 
WRITE FOR THE ALVIN 1956 GENERAL CATALOG 


ALVIN & COMPANY 


Importers, Manufacturers and Distributors 
Windsor, Connecticut 
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holds dialer pencil 
==- magnetically ! == 


A highly practical accessory, priced low enough to 

make it absolutely indispensible! Clips to any rec- 

tangular base phone or phone cover, holds ‘“‘com- $ 95 
},  fort-contoured” mechanical ball-capped pencil in 
} place magnetically. Pad has polished brass top, 
' glossy black lacquered base, protective under- 
\, pad. Includes supply of standard 4” x 6” sheets. 


PRODUCTS 


Division of KETCHAM G McDOUGALL, INC., Box 15. Roseland, N.J. 
f Send for catalog describing complete PAT line: E 
Stamp Keeper © Tape Keeper ¢ Reel Riter Ball Point Pen © Pin-On Pencil 
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DR. LAPP... 

(Continued from page 28) 
tive decisions by establishing clearly 
understood and workable policies ? 

In your planning on employee re- 
lations are you aware, and have you 
taken steps to meet the situation, that 
there are three critical periods during 
employment after the first three 
years when things about the job just 
haven't turned out as well as expected 
after the first three years when the 
employee is likely to feel he is getting 
inadequate attention; and after a 
period of 10 to 12 years when thé 
employee begins to realize that he 
will never be anything more. 

Here are some other check list 
points: Do you 

Give house accounts to any salesmen 
working a poor territory to help him 
increase his earnings and boost his 
morale ? 

Make both monetary and _psycho- 
logical awards? 

Maintain some reserve in manpower 
and anticipate the ever-present need 
for replacements ? 


Take into consideration the size of 
your organization, your territorial dis- 
tribution, the capacities, abilities and 
limitations of your personnel, and the 
degree of specialization applicable 
the particular functions to be perform- 
ed when building the structure of your 
organization ? 

Move in a particular direction and 
induce those under you to follow? 

Assign to each subordinate as much 
responsibility as he or she is able to 
assume, but no more? 

Set up procedures for handling daily 
work? 

Retain consistency when possible in 
all actions ? 

Recognize your own limitations and 
keep in balance the number of men 
who report to you so that you have 
adequate time for supervision? 

Keep personal matters away from 
your job? 

Realize 
them? 

Look for lead-lag or cause-effect 
relationships in predicting sales? 

Determine the effect of the level 


mistakes and profit by 


of business activities on the sales of 
your product lines? 

Correlate sales for costs in order 
to save the cost of planning and con- 
trol of inventory? 

Determine sales territories by the 
number and location of buyers rather 
than by just square miles or area in- 
volved ? 


Consider the ability of individual 


salesmen when establishing sales ter- 
ritories ¢ 
Stay within logical _ territorial 


boundaries ? 

Know in advance where and to what 
extent geographical changes in sales 
possibilities are taking place? 

Set quotas in direct relation to sales 
potentials ? 

Coordinate quota plans with other 
company policies ? 

Harmonize and time sales, advertis- 
ing and sales promotional efforts for 
greatest effectiveness ? 

Explain carefully to each salesman 
the importance and limitations of 
credit and how and why he must co- 
ope rate? 





RULERS @ TRIANGLES @ NAVIGATIONAL INSTRUMENTS @ STENCILS © 


HARTFORD 
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PROTRACTORS @ OTHER DEVICES | 
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Selection 
Set Selling, Stars... 


| BOX 174 





BLAKESLEE 


ADL Parr 
“and Kit © THREE 


Two special merchandising 
multiple sales of Blakeslee Travel Games. Kit ’O 
Three combines one each of the 3 games with a 
marking pencil. Trav-L-Party adds prizes, sur-prizes 
pencils and instructions in colorful pint sized carrying 
case. Magnetic display items. 


Write for new catalog and price let 


packages to encourage 


C. SCOTT BLAKESLEE & ASSOCIATES © Travel Game Publishers 


GRAND RAPIDS, MICHIGAN 
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Enclosure cards, tags, fold- 
ders, seals and cutouts for 
every decorative need at 
Christmas-time. A complete 
selection of eye-appealing 
popular designs. The line 
of quality and distinction 


— —-— the best buy for your 


j 
j 


( 
i» 
TEE TMTMA 


customers, with more profit 
for you! Write for free bro- 


chure. 





a PLUS... 


‘aa Soe FREE TIE-IN 
fe MATERIAL! 


¢ Counter and 


Pe Window Cards 








¢ Newspaper Mats 


Eureka’s Decorative Seal Line is the largest and most 


diversified in America today - — — 47 everyday and ¢ Envelope Stuffers 


special occasion books to choose from. Most books 


BREAK THE SALES 


BARRIER 
WITH BATES 
“OPERATION 
SKYROCKET!” 


Here’s your chance for bigger 
List Finder sales — and profits 
— this fall! Tie-in with Bates 
sensational national advertis- 
ing and local merchandising 
campaign. 





TO HELP YOU: 


@ The greatest concentration of ad- 
vertising ever for List Finders! 


@ Dramatic, full-color ads in Better 
Homes & Gardens...in September, 
October, November, December... 
opening up the vast, new, untouched 
home market for List Finders! 


@ Bates quality line ...6 models, 
33 distinctive finishes .. . attrac- 
tively priced from $1.95 to $7.50! 


Illustrated — Pencilist $1.95 








contain 36 seals — — — 6 different designs. Ideal for * Counter Display : — me 


children’s amusement and education, plus an endless 
variety of decorative uses for children and adults. 


Displayed near your gift wraps or greeting cards, For your share, 
these colorful decorations are certain to increase ask your Bates 
your sales and profits. salesman or write the 


See you at the NSOFA. for full details. 
Stop at Booth 30~31 for a free coke. 


EUREKA SPECIALTY PRINTING CO. 


ow fe altel ta low) feta - lal lela Mad - © Quality numbering machines, ‘staplers, list finders for office and home 
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BATES 
manufacturing co. 


Orange, New Jersey 
‘ New York Office, 30 Vesey St., N.Y.7 
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AS I SEE iT 


Sy Donald Prey 


tationers’ products wholesaling in 

our North American continent is a 
distributive enterprise consisting of 
over 3,000 firms with 3,500 ware- 
houses, handling the products of some 
7,000 different manufacturers and serv- 
ing 350,000 retail outlets. It performs 
an indispensable economic function 
and, along with service wholesalers in 
other trades, has rightly been called a 
“bulwark of democracy.” 

The term ‘“‘stationers’ products” 
broadly includes office supplies, school 
supplies and supplies for the home 
like toys, games, artist materials, gifts, 
paper goods and the like. There are 
firms in U. S. and Canada which 
wholesale all of these classes of sta- 
tioners’ products and other firms that 
deal in only one or two classes, There 
are big wholesalers, small wholesalers 
and full line service wholesalers. All 
are part of this stationers’ products 
wholesaling enterprise on this conti- 
nent. Each is seeking to do the whole- 
saling job the way he thinks it should 
be done to best serve its purpose and 
meet the competitive condition of the 
day—to keep strong the independent 
dealers and small businessmen of our 
world and preserve and invigorate our 
industrial democracy. 

Today manufacturers, wholesalers 
and independent dealers of stationers’ 
products have a common cause in main- 
taining “distributive democracy.” 

Mass merchandisers are today chal- 
lenging our independent manufacturer- 
wholesaler-retailer system. Discount 
houses offer a similar challenge. Their 
operations and effects are being wide- 
ly discussed. 

Because of these challenges, whole- 
salers no longer can feel they have 
fulfilled their mission after they ware- 
house goods from factories and break 
factory packs up into small quantities 
to suit retailers. More and more whole- 
salers today see the need for team- 


72 


work with manufacturer and retailer to 
form a marketing machine appropriate 
to these challenges. 

This is the reason for Wholesale 
Stationers’ Association’s nine regional 
Merchandising Conferences this year 
and for the International Merchandis- 
ing Exhibit for wholesalers of station- 
ers’ products to be held next March 
2-5. This is, of course, the meaning 
behind WSA’s year long theme— 
“Toward New 
Merchandising Stationers’ 
Through Wholesalers.” 


Dimensions in 
Products 


To meet these challenges, the station- 
ers’ products manufacturer-wholesaler- 
retailer system has the problem of 
profitably making storekeeping, pro- 
moting and selling at the retail stage 
in a manner to match the mass mer- 
chandisers. The fully-integrated mass 
merchandising system can be met suc- 
cessfully only by equally well inte- 
grated operation of the separately own- 
ed manufacturers, wholesalers and re- 
tailers in practical cooperation. 

Therefore, all WSA stationers’ prod- 
ucts wholesalers recognize the follow- 
ing basic objectives: 

1) Speed—in receiving and pro- 
cessing orders, invoicing, in providing 
price change information and in of- 
fering new goods. 

(2) Economy—in warehouse and 
office operation through mechaniza- 
tion and well engineered procedure 
and through reduction of small orders. 

(3)  Effectiveness—with promo- 
tional help for dealer, regular or per- 
iodic merchandise specials, better train- 
ed salesmen. 

WSA's Divisions and Committees 
are all working to push forward these 
three basic objectives. Our system of 
distribution is definitely on trial. We 
must prove to the consuming public 
that it can get more value for its dol- 
lar when spent at the counter of the 





independent dealer than it dees when 
spent with the mass merchandiser or 
at the discount house. 

In order for our system to survive, 
there must be a coordinated effort on 
the part of the three-links in the 
distribution chain. 

The wholesaler of stationers’ pro- 
ducts has no greater, nor more chal- 
lenging responsibility, than to insure 
that the dealer doing business with 
him makes a profit. Today's whole- 
saler must have available for his inde- 
pendent clientele a proven merchan- 
dising program, competitive with and 
comparable to the plan under which 
chain store organizations operate. Such 
a program includes buying guides, in- 
ventory controls, seasonal broadsides, 
weekly price service, the advice and 
guidance of retail specialists, improved 
turnover, balanced inventory, control- 
led buying and the features of a prov- 
en merchandising program can bring 
about net profits for the retailer. 

The salesman of a WSA service 
wholesaler is prepared today to orient 
his sales planning to the departmental 
organization of the retail store by de- 
termining the basic product groups 
of the various departments and estab- 
lishing basic stock lists for each, In 
each product area he offers the dealer 
a reputable, well-balanced line of re- 
lated products supplemented by the 
necessary fill-in items, Then he devel- 
ops for each department a sales plan 
including suggestions on presentation 
to the public—counter space, layout 
and display recommendations, sug: 
gestions on pricing stock control and 
ordering and promotion! 

His efforts are concentrated on sell- 
ing lines and departments, as opposed 
to random item-by item efforts. In 
short, he endeavors to give the dealer 
a strong comprehensive merchandising 
program based on the needs of the 
store and the community. 
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CONCISE EDITION 


| The biggest 
thing that ever 


happened in 
the dictionary LON oe 


of Eerie: an ‘Lan ng ua age 













WEBSTER’S 











THUMB- 
INDEXED 
$3.75 








MOST UP-TO-DATE 
MORE THAN 100,000 ENTRIES 
(25% MORE THAN ANY DICTIONARY NEAR THE PRICE) 


896 pages ¢ Over 600 illustrations 


WEBSTER’S NEW WORLD DICTIONARY 


OF THE AMERICAN LANGUAGE 


CONCISE EDITION 


Write for liberal discount schedule 





THE WORLD PUBLISHING COMPANY « Cleveland 2, Ohio 
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GENERAL BIRTHDAY 
RELATIVE BIRTHDAY 


everything BELATED BIRTHDAY 





ANNIVERSARY 
from — to Gs) BIRTH 
= CONGRATULATIONS 
in the country's fastest-growing CONVALESCENT 
: ENGAGEMENT 
re-order line FRieuneiur 
; CHRISTMAS 
of modern 15c greeting cards 
©) 
ens 
f 
nN bf 
OOG  wiva 
Lily onal 
7 Linbe rep 





ENCORES, INC. 3280 Broadway, New York 27. AU 3-6100 
SHOWROOM 225 Fifth Avenue, Rm. 621, New York. MU'6-8932 


ANNOUNCING: 


A brand new group of 25c cards! 
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Vou ll sell more 
gitt tems 


all year ‘round with 


“QUICK-SERVICE” 
MONOGRAMMING 





The 


KINGSLEY MACHINE 


imprints on 


GIFT RIBBONS 
WRITING PAPERS 
PAPER NAPKINS 
BOOK MATCHES 
LEATHER GOODS 
FOUNTAIN PENS 
LEAD PENCILS 
PLAYING CARDS 
CHRISTMAS CARDS 








and many other 





gift items 








More Customers Will Come to You 
.. when you offer fast monogramming 
service. Attract “last-minute” shoppers 
and promote “impulse buying” with a 
Kingsley Machine in your own store. 


You'll Enjoy Maximum Mark-up 
Kingsley quality monogramming, the finest 
available, enhances the value of your 
merchandise ... commands higher prices, 
helps “‘trade-up”’ customers the 

year ‘round! 


Monogramming Makes the Gift Exciting! 


Write today for complete information 
about profits in Monogramming Promotions! 


STAMPING MACHINE CO. 
850 Cahuenga Bivd. 
Hollywood 38, Calif. 

Dept. D-97 


ne 
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ALENDAR 


Aug. 29 — Wholesale Stationers’ Assn. 
Midwest Conference, Drake Hotel, Chi- 


cago. 


Sept. 1-5 — Dallas Gift Show, Baker 
Hotel, Santa Fe Gift Mart, Merchandise 
Mart and Memorial Auditorium. 


Sept. 9-13 — Boston Gift Show, Hotel 
Statler. 


Sept. 13-14 — National Office Furniture 
Assn. Cleveland-Pittsburgh Conference, 
Hotel Carter, Cleveland, Ohio. 


Sept. 14 — Wholesale Stationers’ Assn. 
Pacific Coast Conference, Mark Hopkins 
Hotel, San Francisco. 

Sept. 23 — Wholesale Stationers’ Assn. 
Southwest Conference, Hilton Hotel, 
Fort Worth, Texas. 


Sept. 28-Oct. 2 — National Stationery & 
Office Equipment Assn. convention and 
exhibit, Conrad Hilton Hotel, Chicago. 

Oct. 6-12 — National 
Week. 

Oct. 18-20 — Wholesale Stationers’ Assn 
Eastern Conference, Shawnee-on-Dela- 
ware, Pa. 

Oct. 26-29 — First Annual Eastern Com- 
mercial Stationery Show, New York 
Trade Show Building, New York City. 

Oct. 28-Nov. 1 — National Business 


Show, New York Coliseum, New York 
City. 


Letter Writing 


1958 

March 2-5 — Wholesale Stationers’ Assn 
convention and trade show, Hotel New 
Yorker and N. Y. Trade Show Building, 
New York City. 

March 28-31 — National Office Furni- 
ture Assn. convention and exhibit, Shera- 
ton Hotel and Convention Hall, Philadel- 
phia. 


April 13-19 — Brand Names Week. 


June 29-July 2 — National Office Ma 
chine Dealers Assn. convention and ex- 
hibit, Schroeder Hotel, Milwaukee. 





ALL anges 
itt for the, 
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CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth of the 2nd month 

receding the month in which the magazine is issued. RATES 

um Order: $4.50. Names and address are to be included in the count. 
Initials or sets of figures are to be counted as one word. 


S: 20c a word 











HELP WANTED 





Midwest, Southwest and West Coast man- 
ufacturer’s representatives for well estab- 
lished firm making top quality line of 
Gift and Stationery leather goods. Backed 
by New York Showroom. Fully protected 
territories. Mention lines now carried and 
length of experience in first letter. Liberal 
commission. Box 146, Modern Stationer 
and Office Equipment Dealer, 405 East 
Superior Street, Duluth 2, Minnesota. tf 





MANUFACTURERS’ REPRESENTATIVE 
ALBUM LINE 
Are you selling Dept. Stores Stationery 
Buyers, Stationery Stores and Gift Shops? 
Do you need one top flight easily handled 
line? Do you want to earn very substan- 
tial additional commissions starting first 
call? Could you write volume with brand 
new, modern designed, high quality 
Album and Scrap Book Line which has 
been deliberately planned, designed, 
priced, packaged and merchandised to 
outsell all others? If you are first class 
established salesman with thorough know- 
ledge this business and customers’ needs 
we can prove above statements to you. 
Must be willing supply references as we 
are interested only in making permanent 
connections with right men. Established 
well rated firm. 15% commission. Fully 
protected territory. If you qualify write 
for personal interview outlining exact 
territory covered and lines presently 
handled. (Box 150, Modern Stationer and 
Office Equipment Dealer, 405 East Super- 
ior Street, Duluth 2, Minnesota.) 9-57 


SALESMEN — with good Gepertmant 
store connections. Carry Christmas and 
Everyday boxed greeting cards, as ad- 
ditional line — large volume potential 
Box 158, Modern Stationer and Office 
Equipment Dealer, 405 East Superior 
Street, Duluth 2, Minnesota. 11-57 


MANUFACTURER OF NATIONALLY 
ADVERTISED PRODUCTS REALIGNING 
TERRITORIES 
Wants Hard hitting representatives 
for Southeastern Southwestern and 
West Coast territories. Lines are support- 
ed by heavy Department Store and In- 
dependent Dealer's Newspaper and Cata- 
logue Advertising. Territory is fully pro- 
tected with a sizeable amount of active 
accounts in each of the above areas 
State territory covered and other per- 
tinent information. Box 156, Modern Sta- 
tioner and Office Equipment Dealer, 405 
East Superior Street, Duluth 2, Minnesota 
9-57 





Representative needed for New York, New 
Jersey, Pennsylvania, Ohio, Michigan, also ~ 
New England states, for well known line 
of Party Favors, Gift-Wrap_ Tie-Ons, 
Packaged Party Goods. Samples easily 
and quickly handled. Our Line should 
help sell your other lines to the stationery 
and gift shop trade. Box 154, Modern 

Stationer and Office Equipment Dealen! 
405 East Superior Street, Duluth 2, 
Minnesota. 9-57 


MANAGER OF i FURNITURE 
SALES WANT 

Opportunity for man for fall time man- 
agement with one of Denver's largest 
office furniture companies. Must have 
knowledge of furniture business, able to 
accept and delegate responsibility. Excel- 
lent salary. Write Box 155, Modern Sta- 
tioner and Office Equipment Dealer, 405 
East Superior Street, Duluth 2, Minnesota, 

9-57 
GREETING CARD SALESMEN for estab- © 
lished line of Studio, Everyday and 7 
Special Day cards and PG Albums. Lib- 
eral commissions. Territories; Oregon and 
Washington; Utah and Colorado; South- 
ern California; Arizona and New Mexico, 
Write Box 157, Modern Stationer and Of- 
fice Equipment Dealer, 405 East Superior 
Street, Duluth 2, Minnesota. 9-57 








LINES WANTED 





REPRESENTATIVE, for past 512 years, 
for one of the Outstanding Quality Greet- 
ing Card Lines desires New Connection, 
by the first of the year and will welcome 
inquiries from Quality Line Manufac- 
turers of Greeting Cards, Gift-Wraps, or 
Items for the Better Gift Shops, Sta- 
tioners, Jewelers, Engravers and Depart- 
ment Stores. Box 153, Modern Stationer 
and Office Equipment Dealer, 405 East 
Superior Street, Duluth 2, Minnesota. 9-57 





IMPORTANT NOTICE TO 
SUBSCRIBERS 


Four weeks advance notice and old ad- 
dress as well as the new, are necessary 
for change of subscriber’s address. 


PRINT YOUR NAME AND ADDRESS 





Outeclls bl! 


MORE STOCK TURNS 
PER YEAR WITH 


* 





Snap-On Cord Coiler 


Ee We guarantee: If they’re 
in sight, they’ll sell! | 
HUFF CO., Maritime Bidg., Seattle 4, Wash. | 
In Canada: Huff Canadian Soles Co. 
1043 G ille St., Vi 





ORDER FROM YOUR WIHIOLESALER 
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ADVERTISED PRODUCTS ~™= tax», worst ne 


101 Ace Engraving & Embossing Co. — 
Christmas card book — page 54. 

102 Ace Fastener Corp. — stapling equip- 
ment — page 9. 

103 Add Sales Co. — store fixtures — page 


G. J., Co., — index tabbing 


106 Angler's Co. — zipper pockets — page 


60. 

107 Avery Adhesive Label Corp. — labels 
— page 65. 

108 Bates Mfg. Co., The — list finder — 
page 71. 

109 Blakeslee, C. Scott, & Assoc. — games 
— page 70. 

110 Butler Fixtures Co. — store fixtures — 


. — rulers, triangles, 


Candle Co. — candles — 
page 

113 Craftint Mfg. Co., The — oil paint sets 
— page 4. 

14 Cram, The Geo. F., Co. — globes — 
page 61. 

WS — & Denison Mfg. Co. — felt 

pens — page 64, 

6 Dees Gift Show — Fall 
page 47. 

17 Dazor Mfg. Corp. — lamps — page 45. 

118 Dearborn Glass Co.—glass tops—third 


Show — 


cover. 

119 Eaton Paper Corp. — boxed stationery 
— page 20. 

120 Encores, Inc. — greeting cards — page 
73. 


12] Eureka Specialty Printing Co. — Christ- 
mas decorations — page 71 

123 Faber-Castell, A. W., Pencil Co. — 
erasers — page 62. 

125 Gibson, C. R., and Co. — baby's rec- 
ord book — 4th cover. 

12% Globe-Wernicke Co., The — 
keeper — page 43. 

127 Heines Publishing Co., Inc. — card 
playing accessories — page 56. 

128 Higgins Ink Co., Inc. — drawing inks 
— page 52. 

129 Huff Co. — cord coiler — page 74. 
1% Hunt, C. Howard, Pen Co. — pencil 
sharpener — page 48. 
131 Jayem Sales Corp. — 
equipment — page 53. 


record 


metal office 


Simply circle the num- 
ber of the product or 
service you would like 
to know more about, 
and drop this card in 
a convenient mailbox. 
No postage is needed. 


_ tell me more. a 


- about these 


— phone 


133 Kingsley Stamping Machine Co. — im- 
printing machine — page 73. 

134 Lindy Pen Co., Inc. — auditor pen 
page 38. 

135 Listo Pencil Corp. — marking pencils 
page 16. 

136 Marnay Sales — office partitions — 


page 13. 
137 Melind, The Louis, Co. — rubber bands, 
stamp pads — page 15. 
138 Mile-O-Graph, Inc. — measuring de- 
vices — page 3. 

139 Minnesota Mining & Mfg. Co. — cello- 
phane tape — page 19. 
140 Modern Specialties Co. — 
string cutters — page 69. 
141 Morris, Bert M., Co. — desk accessories 

— page 18. 


carton, 


MODERN STATIONER Name 
Tell-Me-More Dept. 


Please print or Street 


Norcross, Inc. 
pages 6 & 7. 
North American Van Lines, Inc. — 
shipping service — page 40. 
Northwest Metal Products Co. 
file — page 49. 

Office Products, Inc. — label holders — 
page 65. 

Olivetti Corp. of America — typewrit- 
ers — page 39. 

Paper Art Co., Inc. — paper table ware 
— page 57. 

Pike, E. W., & Co., Inc. 
— page 63. 

Plymouth Rubber Co., Inc. — 
bands — page 44, 

Redi-Record Products Co. — desk tray 
— page 61. 


— greeting cards — 


— desk, 


— moisteners 


rubber 


(Continued on other side) 


Position . 





Business Name 








type information City 








New Products: 1 2 3 
11 12 13 14 15 
23 24 25 26 27 


Yours for the asking: A B Cc 


Advertised Products: 101 102 
109 110 111 112 
119 120 121 122 
129 130 131 132 
139 140 141 142 
149 150 151 152 
159 160 161 162 
169 170 171 172 


Note: 


MODERN STATIONER 


Tell-Me-More Dept. 


Name 


Please print or Street 


4 
16 
28 


D 


103 
113 
123 
133 
143 
153 
163 
173 


105 107 
115 117 
125 127 
135 137 
145 147 
155 157 
164 165 167 


Inquiries for items not serviced beyond December 15, 1957. 





Business Name 








type information 


Rr siciscnstass 








New Products: 1 3 
12 13 15 
24 25 27 


Yours for the asking: B ¢ 


Advertised Products: 101 102 
109 110 111 112 
119 120 121 122 
129 130 131 132 
139 140 141 142 
149 150 151 152 
159 160 161 162 
169 170 171 172 


Note: 


4 
16 
28 


D 


103 
113 
123 
133 
143 
153 
163 
173 


£ 


104 105 107 
114 115 117 
124 125 127 
134 135 137 
144 145 147 
154 155 157 
164 165 167 


Inquiries for items not serviced beyond December 15, 1957. 





PI onccicsccsncnarenan 


ADVERTISED PRODUCTS 


(Continued from other side) 


Rippl-Tie Products Co. — gift tie — 
page 14. 

Roberts, Weldon, Rubber Co. — eras- 
ers — page 17. 

Saginaw Industries Co. — store equip- 
ment — page 42. 

Schwab Safe Co., The — burglar chest 
— page 60. 

Seneca Novelty Co., Inc. — rulers — 
page 42 

Smith, E. Errett, Inc. — Christmas card 
tree — page 46. 

Stationers Specialty Corp. — desk sets, 
accessories — page 68. 

Testrite Instrument Co., Inc. 

nifier — page 68. 


Will be Paid 


Addressee 


Van Valkenburg, L. D., Co. — clips — 
page 54. 

Venus Pen & Pencil Corp. — pens — 
page 41. 

Victory Mfg. Corp. 
sories — page 57. 
Voliand, The P. F., Co. 
cards — page 37. 

Ward, Samuel Mfg. Co. — accessories 
— page 59. 
Weber, F., Co. 
page 65. 

White & Wyckoff Mfg. Co. — social sta- 
tionery — page 35. 

White & Wyckoff Mfg. Co. — typewriter 
stationery — page 10. 

World Publishing Co. — dictionary — 
page 73. 

Write, Inc. — 
page 57. 


— games, acces- 


— greeting 


— oil color set — 


carbons, ribbons — 


No 
Postage Stamp 
Necessary 
If Mailed in the 
United States 








BUSINESS REPLY ENVELOPE 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&aR., DULUTH, MINN. 
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TELL-ME-MORE DEPT. 


MODERN STATIONER 


405 EAST SUPERIOR STREET 





DULUTH 2, MINNESOTA 


Postage 
Will be Paid 


ee ee ee ee ee ee EE EE ee 


No 
Postage Stamp 
Necessary 
If Mailed in the 
United States 








BUSINESS REPLY ENVELOPE 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.AaR., DULUTH, MINN. 




















TELL-ME-MORE DEPT. 


MODERN STATIONER 


405 EAST SUPERIOR STREET 
DULUTH 2, MINNESOTA 





eid 


‘tell me more... 


about these 


169 Joseph Dixon Crucible Co. — pendk 


170 Burroughs 


171 


172 


173 


CSOnNOUA WH — 


— second cover. 

Corporation — office m. 
chines, carbons, ribbons — page & 
De Jur Amsco Corp. — dictating equip 
ment — page 67. 
Philip Hano — 
page 49. 
Consolidated Business Systems — form 
— page 69. 


NEW PRODUCTS 


Silver-Tipped Ballpoint 
Pencil List Finder 

Storage File 

New Olivetti Machines 
Reception Desk 

All-Rite Set 

White Paste Display 
Windsor Art Album 
Nesting Chairs 

7-in-1 Christmas Gift 
Transparent Sleeves 
Cellophane Tape Premium 
Transparent Chair Mats 
Wall-hung Shelving System 
Bookcases and Cabinets 
Back-to-School Display 
Rolla-Rul Solves Need 
Ball Pen Merchandiser 
Vagabond Expands Card Line 
Continuous Recorders 

Gift Wrap Unipak Display 
Ultra-modern Desk Line 
Carbon Paper Ribbon 
Gift Wrap Envelopes 
Public Pen Sets 

Small Cash Safe 
Fingertip Preparation 
Unique Stamp Holder 


YOURS 
FOR THE ASKING 


File and Index Revision. 

Caster Application and Selection. 
Ink Savings. 

Filing Cabinet Line. 

Post Binder Catalog. 

Stationers Specialties Catalog. 
Make It Readable. 

New Ballpoint Booklet. 

Shipping Label Guide. 


registers, forms — 


To obtain additiona 
information on 
products, literature « 
advertised product 
described in this issus 
use this card, which 
provided for your co! 
venience. 


ney 
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Nica ak 


YOUR Cl CUSTOMERS WILL BE ASKING ABOUT THIS 


ALMOST INVISIBLE GLASS WITHOUT GLARE 
NON-REFLECTIVE UNDER FLUORESCENT-INCANDESCENT OR NATURAL SUN LIGHT 






NEW 


TRU-SITE 


fe}, Bici #143 


Glass Tops 


for Executive Furniture 















© > THERE IS A PROFITABLE ARRANGEMENT 

ON TRU-SITE 

WITH YOUR LOCAL GLASS DEALER 
WRITE FOR DETAILS 


ST DEARBORN GLASS COMPANY 
6600 S. Harlem Avenue, Bedford Pork . P.O. Argo, Illinois 









- - - for more details circle 118 on page 75 


Our most popular book, redesigned. 


BABY’S MILESTONES 


The original flavor is preserved, yet 
designs and text are up to date 


A record to cherish forever of the precious years 
from birth to seventh birthday. Beautifully illus- 
trated pages cover all the events of pre-school years, 
first friends, medical record, parties, religious edu- 
cation, early school days and other important items. 
3%” by 11%” bound in washable simulated leather or 
moire rayon. Pink, blue, white, yellow and green. 


- - - for more details circle 125 on page 79 








